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outside PLEDGE ©) 3 SERVICE 


General 
up in MB LL et ae the scope of my ability 
lumber ond resources, | pledge 
ae TO THE PUBLIC IN MY RETAILING AREA 
ry pur- A better special construction service center with adequate inventories 
and displays of counter and warehouse merchandise concerned with con- 
alread struction; the latest authentic information and competent guidance from 
y trained associates concerning building and material problems; and the 
- Prac- names of architects, contractors and mechanics who will provide the 
expert skill to design, assemble, install, fabricate and deliver packages of 
building service 
: TO PROSPECTIVE HOME OWNERS 
Civilian A complete home service with that quality in design, materials, construc- 
of the tion and financing which will assure the maximum in health, comfort, con- 
venience, beauty and economy in the new home 


3. TO ALL STRUCTURAL PROPERTY OWNERS : 
A complete service on repair, maintenance, remodeling, im 2 
many and additions, including the workmanship of professionally " ; 
ai plication crews 

ania 4. TO THE FARMERS IN MY TRADING AREA 

the A complete farm construction service which will offer both care and in- 
creased productivity of livestock; will conserve produce through improved 
<rop storage; bring modern comforts and conveniences to the farm home 


5. TO BUILDING INDUSTRY AND COMMERCIAL BUYERS 
A complete line of materials for both construction and industrial uses, 
with values proportionate to the quantitative and qualitative require 
ments 
6 TO MANUFACTURING AND WHOLESALE SUPPLIERS 
The maintenance of adequate inventories, suitable displays and effec- 
tive merchandising, together with full cooperation te the end that my 
trading area shall afford them on optimum volume of annua! consumption 
of their products 
7. TO ARCHITECTS, CONTRACTORS, REALTORS AND FINANCE AGENCIES 
A central sales headquarters, sales leadership, adequate sales promo 
tion, and year-round creative selling to the end that a volume of construc 
tion will be attained and maintained which will provide optimum 
employment of their services 
8 YO MY EMPLOYEES 
Thorough training, other incentives, above average working conditions 
and improved leadership so that they will have ample opportunity to gain 
advancement and increased income. 
% TO THE FURTHERANCE OF THESE OBJECTIVES 
a—To integrate the elements which make up construction service pack. 
ages such as land, materials, equipment, design, fabrication finance and 
utilities, so that my customers will be afforded the opportunity to buy the 
complete service package installed or erected, ready to use a? o prede 
termined price fram one selling headquarters 
btm, coordinate the services of architects, builders 
h building finance agencies, producers and realtors so that my 
avill receive a centralized responsibility and quality serv 
and after the sale 





LUMBER AND BUILDING MATERIALS 
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Madison Garden Apartments . 
Project, Somerville, N. J. Has 78 apartments of 3 and 4 rooms. 
Built by Niesless Bros., Jamaica, N. Y. Bradley Pre-Finished 
Hardwood Flooring furnished by S. Nelson, Richmond Hill, N. Y. 


A FLOORING CONTRACTOR'S 
WARTIME EXPERIENCE with 


Here’s a letter that speaks convincingly for 
flooring contractors, floorlayers, builders and 
occupants. 


Millions of square feet of Bradley Pre-Fin- 


. , P persian. fo, PARQUET, 
ished Straight-Line Hardwood Flooring have , > STRIP AND 
been laid and are giving the kind of satisfac- an 
tion that builds flooring reputation. FLOOR CO., Inc. 

The splendid service which Bradley Pre-  NSTALATIONS 
Finished Hardwood Flooring is giving in War ? 

og : 117 West 6ist Street 

Agency buildings, FPHAand FHAhousing, New York 
fromcoasttocoastundersevereconditions 
of wartime, spotlights this product asa ag ee: meee 
potential fast-selling and profitable ie A The Bradley Lumber Company of Arkansas 















Warren, Arkansas 


item for the postwar building era. deakienin 


The beginning of that era is not 
far off. You'll do well 
to be the “early bird” 
with Bradley Pre-Fin- 
ished Hardwood 
Flooring... Better 
write us now for 
useful infor- 

mation. 


You have asked us, as Wood Flooring Contractors, for 
any criticism we can make regarding Bradley Brand 
Pre-Finished Oak Flooring. Well ... 


Our first experience with this product was in 1942. 
That we had made a wise decision in selecting Bradley 
Pre-Finished Flooring was proved repeatedly as our 
work progressed. It was on hand when we needed it. 

No time was required for sorting. Its tongue-and- 
groove fitting accelerated the laying. Pre-finished 
at your factories, it required no machine sanding 

and finishing after it was laid. Its durable, uniform 
and lustrous finish, subjected to the constant han- 
dling and work of the mechanics in laying, was restored 
simply by cleaning. 


Since then we have used Bradley Pre-Finished Oak 
Flooring for about ninety-five (95) jobs, with the 
same satisfactory experience. Needless to say, 

we shall continue using it at every opportunity. 





As to your specific request ... our only criticism is 
that you waited until the War to make this innova- 
tion available. 

Sincerely yours, 


CIRCLE FLOOR CO., Inc. 
SN: FW BY: S. Necia /s/ 


PRE-FINISHED 


| BRADLEY LUMBER COMPANY 
HA ardwood loors Oo F A R K A N S A S 


WARREN, ARK. 


..@ Federal Defense Housing | 
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Highlights of the Issue 


Lumber dealers have a multitude of prob- 

lems born of war and the improvements in 
products and changes in merchandising prac- 
tices that are the result of the war. They will 
find new factors competing for the markets they 
once enjoyed exclusively. They will find new 
opportunities open to them that will lead them 
to new profits. AMERICAN LUMBERMAN 
probes the future of the retail lumber and build- 
ing business in a searching analysis of these 
problems and factors beginning on page 35 of 
this issue. This is the first of several articles to 
be built around a lumber dealer’s pledge, ap- 
pearing on the cover and on page 34. Prime 
object of the pledge is to lead the lumber dealer 
along the pathway to prosperous business opera- 
tion in the postwar world. He who commits 
himself to it will arrive. Subsequent articles in 
the group will put into the dealers’ hands the 
tools to make this program work. This material 
is the basis of your future existence and wel- 
fare. Turn to it right now. 


Population 1365—that’s Seymour, Wis. But 

Miller-Pieh] Co. has found that even in that 
small a town the main street merchants are a 
profitable market for the goods and services of 
a wide-awake lumber dealer. In a story begin- 
ning on page 39 AMERICAN LUMBERMAN 
tells you in detail just how Bill Piehl of that 
company has made a good thing of selling im- 
provements and repairs to the retail dealers of 
his town. 


p A second group of house plans in the AMER- 

ICAN LUMBERMAN series starts on page 45. 
Here are four more that people will buy. As 
with the previous group, complete blueprints 
for any of these houses are available from the 
AMERICAN LUMBERMAN at the following 


prices: 


Omp.cct OF phates. oon asaes pede. ss con $ 7.00 

Each additional set of plans for the 
ee ee eres 3.00 

Special FHA Package Set........... 12.00 


(Contains four complete sets of . 
plans—all that are needed for fil- 
ing with FHA and for actual con- 
struction of the house) 


> A good lumber dealer has to be many things 

to many people. In dealing with his em- 
ployes he has to be a good teacher. On page 42 
is the beginning of a three page article which 
will give you the fundamentals of good teaching 
practice—tell you why it is important to the 
welfare of your organization that you give em- 
ployes the tools of knowledge that will help 
them to better themselves and to serve you bet- 
ter. And to top it off it shows you just how to 
present the material to make the employe want 
to learn. This is the second in a series of arti- 
cles dealing with the lumber dealer’s personnel 
problems and presenting solutions to them. The 
next one will detail material to be taught. 




















“Balsam-Wool sales first 7 
months this year were con- 
siderably ahead of same peri- 
od last vear. 1943, sales rr 
better than 1942."’ Geo. J. L 
Mohring, V-P, Edw. Hines 
Lumber Co., Chicago. 


* 

“Your Balsam-Wool Pro- 
gram hashelped considerably 
to carry our overhead an 
widen our contacts for post- 
war business.’’ Adolph Jae- 
ger, Jaeger Coal & Supply 
Co., Union, N. J. 


The Balsam-Wool Cam- 
baign continues to be the prof- 
ttable business aid it has al- 
ways been. Expect to outsell 
previous years.”’ J. F. Smith, 
Pres., J. E. Smith Lumber 
Co., Waterbury, Conn. 


"Your Balsam-Wool Attic 
Insulation Program produces 
real results and has been as 
aatiel ine, § to us as the mate- 
rial itself."" Robert Cham- 
plin, Champlin Lumber 
Co., West Warwick..R. I. 


“The Balsam-Wool Program 
enabled us to make our msu- 
lation sales a ‘year-around’ 
program rather than a ‘sea- 
sonal’ one.”’ H. L. Dearstine, 
J.C. Dearstine Lumber Co., 
Schenectady, N. Y 


"Your Balsam-Wool Attic Insula- 
tion Program has proved extremely 
preitable to us during these — 
of critical shortages.” J. T. Cot- 
tingham, President, Oliver Lum- 
ber Co., Hastings, Nebr. 


"The Balsam-Wool Attic Insula- 
tion Program is doing a swell job 
for us in bringing in new custom- 
ers. The finest business aid I have 
seen in a long while!" S. E: Poster- 
ick, Mgr., Thompson Yards, Inc., 
Livingston, Mont. 


"Thanks to Wood Conversion Com- 
pany for Balsam-Wool. It gave us 
something to sell; is easy to lay, stays 
but, doesn’t sag, vermin-proof. We 
like it.”” T. R. Cauthers, Pres. & 
Gen. Megr., The Home Lumber 
& Supply Co., Ashland, Kansas. 


~ 
“Over three hundred contracts in 
less than six months prove your 
Balsam-Wool Plan yo a is 
suited to the lumber dealer. We 
have a bi-monthly turnover in 
Balsam-Wool."’ Hubert W. Field, 
Dierks & Sons, Kansas City, Mo. 


“Your Balsam-Wool Attic Insula- 
tion Program has produced added 
sales for us during a period when 
sales of other products have been 
very restricted.”’ Sam Levy, Jacob 
Levy & Bros., 12th and Breckin- 
ridge Sts., Louisville 10, Ky. 


The Balsam-Wool Campaign has 
been a big help. It has helped our 
sales force close numerous sales. 
Expect increased demands this 
fall.” George W. Sanderson, 
Diamond Match Co., 10 Blue 
Hills Pkwy., Milton, Mass. 


"Few dealer helps today can com- 
pare with the Balsam-Wool Attic 
Insulation Program. It’s a genuine 
aid in getting new business.”’ Har- 
vey Requarth, The F. A. Requarth 
Co., Monument & Sears Street, 
Dayton, Ohio. 


The Balsam-W ool AtticCampaign 
has opened up a great market to us 
that we didn't realize existed. It 
has brought us greater profits than 
any other single item in our yards.” 
Roy Countryman, Mer., O. H. 
Weight & Co., Elgin, Ill. 


Although we sold lots of Balsam- 
Wool before the war, your Balsam- 
Wool Plan has increased wartime 
sales beyond expectations.”’ Frank 
Merrihew, Head of Application 
Dept., Rosenberg & Forbes Co., 
Benton Harbor, Mich. 


The Balsam-Wool Plan puts deal- 
ers in the insulation business with 
both feet. It’s a mone 


E. G. Corbett, Secy.-Mgr., Blan- 
chard Lumber & Mill Co., Inc., 
587 Winslow Ave., Buffalo, N.Y. 


-maker and 
deserves the support of all dealers.”’ 


“Have the Balsam-Wool Attic In- 
sulation Program to thank for our 
active insulation sales. In these 
days of shortages, Balsam-Wool 
proved a real business getter.’’ Glen 
R. Newton, Owner, Glen New- 
ton Lumber Co., Nevada, Iowa. 


“Balsam-Wool has proved a most 
able and welcome ally for us dur- 
ing the war emergency. Have had 
very good results with your Attic 
Insulation Program." W.C. Rest- 
rick, a Lumber Co., De- 
troit, 


"The Balsam-W ‘ool I nsus 
lation Program is add. 
inga welcome volume to 
our sales.” V.R.Keinert, 
Pres., oo Lumber 
Co., E. 2901 Trent 
Ave., Spokane, Wash, 





Balsam-Wool for attic insulation 
saves eating costs on the part of 
users and enables the purchase .o, 
more War Bonds.” M. R. Jewell, 
Salesman, Botsford Lumber Co., 
Rochester, Minn. 


“Fast selling Wood ‘Conversion 








Here 


Standi 


“As an aid to wartime! 
lation sales as well as li 
up postwar business, ther 
nothing to compare will 
Balsam-Wool Plan. It’s4 
sults-getter.”” C. E. Rod 
Monroe City, Mo. 













These 


Prominent Lumber Dealers 
Say 


“To Make Money Now, 
eee ELL 


' Balsam- Wool 
| Sales Man!” 
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Here are twenty lumber dealers—every one out- They and a host of fellow dealers say: “Here’s a 

standing. Some represent firms well known to you. plan that works,” a plan tried, tested and proved 

Others are located in towns that may be unfamiliar during three war years—a plan that will increase 

to you. But all belong to a select group. sales of insulation and many other non-critical 
They represent a cross-section of those dealers items in your yard. 


who have done a “bang-up” job of making money 





during these critical times . . . times when restric- 






What this plan has done for others, it can do for 


tions and priorities offered nothing but headaches ‘you. Mail the coupon now for complete information. 


and bankruptcy. 


Taki * WOOD CONVERSION COMPANY 

aking a sales plan which we offer, they pat- Dept. 120-10 First National Bank Bldg. 

terned it to fit their needs and sold more Balsam- St. Paul 1, Minnesota 

Gentlemen: 

I want to know more about the Balsam-Wool Sales Plan. 
ing the lush days of unimpeded new construction. Please send me complete information. 


Wool—made more money on insulation—than dur- 
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FOR THE LUMBER AND BUILDING MATERIALS 


War Vets Can Build 


Discharged veterans of the present 
war may apply for permission to con- 
struct, remodel or repair homes for 
themselves. This applies to veterans 
who have received honorable dis- 
charges from Army, Navy, Marine 
Corps or Coast Guard since Dec. 31, 
1940 and who are unable to find other 
suitable living quarters. Veterans 
wanting to take advantage of this 
provision should file applications on 
Form WPB-2896 with the nearest 
office of the Federal Housing Adminis- 
tration. 


Demountable Housing 


Federal Public Housing Authority 
has announced that it has learned how 
to dismantle and move temporary war 
housing to new sites with speed and 
efficiency. Hence wherever it is at all 
possible the agency will meet assign- 
ments from the National Housing 
Agency in this way and will undertake 
new construction only where re-use of 
existing structures clearly is not fea- 
sible. Temporary housing “never con- 
sidered suitable as demountable” can 
be dismantled and re-used effectively. 
The agency is also experimenting with 
the dismantling of temporary housing 
and the development of orderly meth- 
ods of disposing of the materials. The 
government has approximately 
400,000 units of temporary war hous- 
ing. 


Great Repair Market 


Abner H. Ferguson has said the 
No. 1 job of financial institutions and 
building industries is to put the na- 
tion’s 37,500,000 homes in a state of 
repair. These structures have neces- 
sarily been neglected during the war. 
This is an immense job and should 
take precedence over the rest of the 
housing business, even new construc- 
tion, important as that is. There is 
almost no reconversion problem in- 
volved in home repair. Materials have 
not changed character; were merely 
diverted to war uses and can as easily 
be turned back to the original uses. 
Home improvement is a large em- 
ployer of labor; and employment will 


8 





be a post-war problem. Surveys indi- 
cate, so Ferguson stated, that install- 
ment credit will be a popular way of 
paying for modernization and repair. 


Apprentice Training for Vets 


The Apprentice Training Service of 
the War Manpower Commission is 
planning to go to town in the training 
of veterans in various trades, after 
the defeat of Germany is accom- 
plished. It isn’t clear, at this time, 
how extensive this training really will 
be or how wide a scope it will cover. 
But here is a matter that retailers will 
do well to consider and if possible to 
direct: Without much question a great 
number of veterans will endeavor to 
enter such lines as roof applicators, 
floor layers, even contracting, carpen- 
try and masonry workers. Retailers 
owe something to these veterans; but 
they owe an equal obligation to their 
customers. There must be a way 
developed to train these men; possibly 
to screen out the misfits and to direct 
them to trades for which they’re 
better suited. But it’s something that'll 
have to be met in a realistic and con- 
structive way. It’s going to land on 
your doorstep. Better be taking 
thought with fellow retailers and asso- 
ciation executives about how you’re 
going to handle it. 


Metal Windows 


Metal storm windows may now be 
made of aluminum or magnesium, or 
from metals other than these two 
provided the materials are obtained 
from idle or excess inventories. 
Amendment to Order L-77. Formerly, 
metal storm windows could be made 
only from materials put in process 
before April 3, 1943. This will make 
little if any change in marketing. 
Metal windows may be sold to Army, 
Navy, Maritime Commission or War 
Shipping Administration when re- 
quired by specification or to fill 
orders with preference ratings of 
AA-5 or better. 


Jeeps as Fire Fighters 


The Forest Service has raised its 
voice, too, in the chorus of praise of 
the Army jeep. This universally use- 
ful little buggy has proved to be a 


natural in fighting forest fires. It 
can go about anywhere, it can haul a 
trailer carrying pumps and other 
equipment, and it can make like a fire 
engine by being rigged with a 40- 
gallon soda-acid fire extinguisher. Its 
capacity to get there, right now, 
enables it to put out the little ones 
before they get to be big ones. The 
jeep will surely be done in bronze, on 
the pedestal next to Babe, the Blue 
Ox. 


Mahogany in the War 


War-use mahogany for 1945 will 
amount to 33,627,000 feet of logs and 
6,000,000 feet of lumber of the grades 
and species suitable for plywood and 
for parts of aircraft, ships, boats, 
patterns and models. 


New Millwork Ceilings 


OPA has set new ceiling prices for 
jobber sales of stock millwork—doors, 
windows, frames, kitchen cabinets, 
moulding and related woodwork items 
—applicable to jobbers in Nebraska 
and in the West Central region, com- 
prising Kansas, Oklahoma and west- 
ern Missouri. For the Nebraska 
region, the new ceilings represent a 
4.2 percent increase over earlier 
prices; for the West Central region, a 
4.9 percent increase. Amdt 3, MPR 525. 


Plywood Stocks Low 


Distributors stocks of softwood ply- 
wood continue low, in relation to 
demand. These stocks amount to less 
than a 30-day inventory; and alloca- 
tions to distributors under Order 
L-150-a can not now be increased, due 
to heavy military demands. Plywood 
producers have a backlog of orders 
totaling 425,000,000 square feet. Pro- 
duction is at the rate of 125,000,000 
square feet per month. Almost all 
distributors’ sales are to the military 
services and their contractors. 


Coal and Wood Stoves 


On September ist the Office of 
Civilian Requirements and the Office 
of Price Administration met and de- 
cided that after October 15, 1944, 
ration certificates would not be re- 
quired from consumers who wished to 
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purchase coal-wood heating or coal- 


wood cooking stoves. They did stipu- 
late, however, that manufacturers and 
distributors must continue to accept 
orders accompanied by Stove Purchase 
Certificates until November 1, 1944, 
and that they must ship all orders on 
hand and those received by them be- 
fore November 1, 1944, in sequence 
just as they do at the present time be- 
fore they honor orders for the same 
type stove not covered by ration cer- 
tificates. 

It was made clear that the stove 
rationing order was not being aban- 
doned and that other categories were 
to remain rationed for some time. 

Members of the stove industry tried 
desperately all summer long to get 
the governmental agencies to remove 
coal and wood heating stoves from 
rationing, according to Earl A. Riley, 
Locke Stove Co., Kansas City, Mo. 
They pointed out that dealers were not 
using the Stove Purchase Certificates 
they had for the purchase of stoves 
available, but were holding them until 
the season was more advanced and 
with the hope of obtaining more 
deluxe models or better prices, or 
both. This action on the part of deal- 
ers with certificates, plus the fact that 
many dealers had an inadequate in- 
ventory allowance, resulted in stoves 
remaining in the hands of manufac- 
turers to an extent, in many cases, 
which resulted in manufacturers hav- 
ing to reduce or curtail their produc- 
tion. 

Since the announcement of OPA 
that coal-wood heaters were to be re- 
moved from rationing October 15th 
the dealers and distributors have 
turned loose of their Stove Purchase 
Certificates in great volumes. Dealers 
are now rushing in to place their 
validated orders for all types of coal 
heating stoves. By preference, they 
are trying to obtain the deluxe models, 
but in many instances are now signi- 
fying a willingness to take the types 
that are available for prompt ship- 
ment. They know their validated 
orders will have preferential shipment 
over any other orders. 

There will not be as many coal heat- 
ing stoves produced in the fourth 
quarter of 1944 as originally planned 
by the War Production Board. This is 
due to several causes. 


Joint Bids for Government 
Surplus Property Held Legal 


H. R. Northrup, secretary, National 
Retail Lumber Dealers Association, 
recently solicited a legal opinion re- 
garding joint bids by retailers for 
government surplus materials. The 
opinion, furnished by Charles M. Price, 
of the firm of Scott, MacLeish & Falk, 
Chicago attorneys, should interest 
dealers. The following is quoted from 
Price’s reply to Northup. 

“I understand that your question 
does not involve a joint enterprise for 
the purpose of bidding in different 
parts of the country as materials are 
offered, but rather the joining together 
for bidding purposes of smaller deal- 
ers in the localities where the surplus 
materials are being offered for sale. 
Your question infers that after the 
purchase the different dealers would 
take the delivery of the materials and 
dispose of them under normal com- 
petitive conditions without any agree- 
ment as to markets or price. 

“I advise that there is no legal 
objection to two or more building ma- 
terial dealers in a locality in which 
surplus building materials are being 
offered for sale and who are not them- 
selves financially able to bid on the 
quantities offered, combining together 
to make a joint bid. Naturally bid- 
ding jointly in this manner involves 
an agreement on the part of those 
dealers as to the quantities each 
dealer will take and the price that is 
to be bid; but in my opinion such an 
undertaking would not violate the 
Sherman Antitrust Law or the Denver 
decree. 

“The Sherman Act applies only to 
contracts, combinations or conspira- 
cies in restraint of trade or commerce 
among the states, and then only where 
the restraint is substantial and the 
necessary effect of the action taken 
and not merely the indirect effect or 


incident to a legitimate business en- 
terprise. Dealers financially unable to 
bid alone on the quantities offered 
joining together for the purpose of 
entering a joint bid does not amount 
to a combination or conspiracy to 
restrain trade. 

“In fact, no trade is even inci- 
dentally restrained by such action, 
but rather competition is increased by 
the fact that such dealers place them- 
selves in a position to compete with 
the dealers and wholesalers financially 
able of themselves to bid on the quan- 
tities offered. 

“T do not think it makes any differ- 
ence how many dealers join in the 
joint bid—that is a matter solely for 
those who desire to enter a joint bid 
and it is of no consequence that other 
dealers who might like to be included 
in the group are not invited to join. 
The object of joining together is 
merely to pool enough financial re- 
sources to make a bid on the quan- 
tities offered and if the number of 
dealers so joining together is limited 
solely because they represent suffi- 
cient capital to make the joint bid, 
there is no danger of any claim that 
the dealers joined together for the 
purpose of injuring the business of 
another dealer. 

“T assume from your aon that 
the Associations are not themselves 
going to organize or promote or be 
financially interested in any joint bids, 
and I think it wise that the Associa- 
tions, as such, stay out of any such 
activity, either in organizing groups 
of small dealers for this purpose or in 
promoting such entérprises in any 
way, except as any group of dealers 
so joining together may seek advice 
or information through their associa- 
tion.” 





L-335 Applies in Canada 


Arrangements have been made with 
the Canadian Timber Controller for 
the application in Canada of all pro- 
visions of L-335 except those relating 
to the placing of uncertified and 
unrated orders. Uncertified and un- 
rated orders from U. S. distributors 
will be acceptable by Canadian sup- 
pliers for the shipment of Canadian 
western red cedar only. 


Changes in L-335 


Several changes are pending in the 
Directions to L-335. Perhaps the most 
important, from the point of view of 
the distribution yard, permits a dis- 
tributor to sell any stock without 
certification or rating that can be 
bought without certification or rating. 
Better watch the specific language of 
the amendment. It hasn’t been issued 
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at this writing; is expected to follow 
this line at least approximately. One 
reservation is that if certified and 
rated orders are in the files, they must 
be filled first. Many distributors have 
refused to buy from little mills, be- 
cause they couldn’t resell the stock 
except on rated orders. This is an 
effort to keep the small mills pro- 
ducing. 


War Equipment Output 


J. A. Krug, of WPB, states that in 
spite of critical lags in output of some 
important war equipment, the U. S. 
will come within two or three percent 
of meeting the 1944 over-all quota of 
$67,300,000,000. In 1941 the U. S. 
munitions output amounted to $8,000,- 
000,000. This year it will be almost 
half the world’s war-equipment pro- 
duction. 
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Extra Service From Workworn Equipment 








ROGNON PHOTO 


Maintenance of equipment and conservation of supplies are major prob- 
lems under wartime restrictions. The lumber industry met the sudden 
demand for unprecedented supply of product without tooling up; return to 
peacetime trade channels requires no radical adjustments but capacity out- 
put has been achieved only by resourceful utilization of limited equipment. 
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EDITORIAL 





Retailers Plan to 
Win the Peace 


Postwar planning has been criticized for two 
reasons. One is that the time and effort involved 
is needed sorely to win the war. The other is that 
ine postwar picture in any American community 
will be determined largely by the postwar world 
economic and social pattern which at this stage of 
the war is unpredictable. We believe that the first 
reason is being promulgated by a class of citizens 
who are unwilling to give as much time and energy 
to winning their phase of the war—the postwar 
economic phase—as they expect our fighting forces 
to give in winning their share—the shooting phase. 

We have held from the start that this war, as 
none other in history, consists of two distinct and 
vital phases—military and postwar economic. No 
war in recorded history has ever demanded such 
great concentration of all industry on the produc- 
tion of war materiel, and no war has ever raised 
such grave worldwide social, political and eco- 
nomic issues. We have announced without quali- 
fication that we are fighting to preserve the singu- 
larly American institution of free private enterprise. 
We have seen that institution provide Americans 
with the greatest per capita wealth of any of the 
peoples of the world, and we have accomplished 
the fairest distribution of that wealth yet devised. 
We have seen the principles which have nurtured 
that institution—free play of industrial and com- 
mercial ingenuity and unlimited opportunity for 
all—halt the advances of the Japs and the Nazis, 
and then turn them back. We are asking our young 
men to offer their limbs, their blood, their minds 
and their lives to say nothing of several years of 
their time, in defense of an ideal which, regard- 
less of how it is phrased, means the American insti- 
tution of free private enterprise. We expect our 
young men to die if need be, and tens of thousands 
of them have died that we and their brothers who 
will return after the war may live in peace and 
security, guaranteed an opportunity for the free 
exercise of individual talents. 

We hold that no civilian is entitled to the belief 
that he has no time or energy for participation in 
workable postwar planning in his industry. We 
believe that any such statement is simply a thinly 
veiled admission of unwillingness to sacrifice leisure 
and recreation, and possibly life, for a patriotic re- 
sponsibility which, if unfulfilled by those of us at 
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home, probably will nullify our military victories 
and render useless the sacrifices of the dead. 

We believe that the second reason is pure defeat- 
ism which, if it were the attitude of our Generals 
and Admirals, would long since have lost the war 
for us. What, we submit, would have happened on 
the Normandy beach if the General Staff had an- 
nounced that planning the invasion was impossible 
because of certain major imponderables that would 
not show up until the operation was under way? 
The result would have been the greatest military 
disaster in the annals of organized warfare. We 
can expect results no less terrifying at home after 
the war if we permit the defeatists to tell us that 
we cannot plan workably, but with sufficient fiexi- 
bility to handle the imponderables as they arise. 

It is to the eternal credit of American industry, 
still operating the institution of free private enter- 
prise under war imposed restrictive measures, that 
it produces leaders who can and do find the time 
laboriously to chart a postwar economic course. It 
should be a matter of pride to every retail lumber 
and building material dealer in the nation that the 
results of his thinking and planning have culmi- 
nated in a program which will be presented at 
Akron this month. Whether the program will be 
adopted in whole at this session or referred back 
to committees for further refinement in some re- 
spects is not a matter of immediate concern. What 
does count is that the industry is fully awake to its 
responsibility, and is meeting it head on, deter- 
mined to come up with a plan. 


Prewar vs Gim-Crack 


If the editor's mail means anything the happi- 
ness boys who have been dealing in the myth of 
the dream home, not only have failed to arouse 
public anticipation—they haven't even raised the 
laugh their after -the - war mechanical gim-crack 
house was entitled to. We have contended from 
the start that selling a woman a house and selling 
her a hat are two entirely different things. Judging 
from our mail we were right. She uses her hats to 
shock her neighbors into an awareness of her, but 
she uses her house for the well known comforts of 
living, and is not inclined to depart radically in 
her choice of a home from what she and her family 
have been accustomed to. Inquiries for postwar 
house plans are overwhelmingly late prewar and 
not dream house. 
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PLEDGE OF SERVICE 


As a retail lumber and building, materials Seclec, _ the ope of my ability 


and resources, | pledge — 


TO THE PUBLIC IN MY RETAILING AREA: 


A better special construction service center om adequate inventories 
and displays of counter and warehouse merchandise concerned with con- 
struction; the latest authentic information and competent guidance from 
trained associates concerning building and material problems; and the 
names of architects, contractors and mechanics who will provide the 
expert skill to design, assemble, install, fabricate and deliver packages of 
building service. 


TO PROSPECTIVE HOME OWNERS: 

A complete home service with that quality in design, materials, construc- 
tion and financing which will assure the maximum in health, comfort, con- 
venience, beauty and economy in the new home. 

TO ALL STRUCTURAL PROPERTY OWNERS: 


A complete service on repair, maintenonce, remodeling, improvements 
and additions, including the workmanship of caters | trained ap- 
plication crews. 

TO THE FARMERS IN MY TRADING AREA: 


A complete farm construction service which will offer both care and in- 


creased productivity of livestock; will conserve produce through improved - 


crop storage; bring modern comforts and conveniences to the farm home. 
TO BUILDING INDUSTRY AND COMMERCIAL BUYERS: 


A complete line of materials for both construction and industrial uses, 
with values proportionate to the quantitative and qualitative require- 
ments. 


TO MANUFACTURING AND WHOLESALE SUPPLIERS: 


The maintenance of adequate inventories, suitable displays and effec- 
tive merchandising, together with full cooperation to the end that my 
trading area shall afford them an optimum volume of annual consumption 
of their products. 


TO ARCHITECTS, CONTRACTORS, REALTORS AND FINANCE AGENCIES: 


A central sales headquarters, sales leadership, adequate sales promo- 
_ tion, and year-round creative selling to the end that a volume of construc- 
tion will be attained and maintained which will provide optiees 
employment of their services. 


TO MY EMPLOYEES: 


Thorough training, other bicontivas, above average working couditions 
‘ and improved leadership so that they will oe = nr pcaiebbea dh = gale 
advancement and increased income. | 
TO THE FURTHERANCE OF THESE OBJECTIVES: 

-a—To integrate the elements. which make up construction service pack- 
ages such as land, materials, nt, : nance and 
utilities, so that my custom 
complete service package instc 
termined price from one se 

b—To co the 
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Whats -thead 7 


Dangers and opportunities for the retail 


lumber and building material dealer 





N THESE CHAOTIC DAYS only the foolhardy 
would undertake to prophesy the future. On the 
other hand, with victory apparent on one front, 

and probable on the other within a projectable time, 
there seems to be ample justification for the lumber 
and building material dealer to appraise his present 
situation and the outlook for the future and to spe- 
cifically plan and organize for the peacetime of 
tomorrow. 

An objective approach to the factors and trends 
which will condition the dealer’s business in the post- 
victory period might well start with the underlying 
economic framework in which all business will 
function. The central economic theme in tomorrow’s 
world will be an attempt, on the part of free enter- 
prise, to provide optimum employment. Our business 
leadership has in fact burned our bridges behind us 
through the oft repeated statement that “business 
must provide reasonably full employment or the 
government will.” 

Most people think that optimum employment means 
55 million employed leaving a cushion of unemployed 
employables of three to five million persons. If we 
are to have as many as 55 million employed, it is 
probable that, in the first year of such employment, 
we will produce at least 140 billion dollars in peace- 
time goods and services. This is almost double what 
would have been considered an average pre-war year. 

This is mass production with a vengeance, and if 
any such production is to be sustained year after year, 
it will require correlated mass distribution and mass 
consumption. This will give rise to certain phe- 
nomenon which will have certain effects on the 
dealer’s general situation: 

a) Manufacturing lines will widen and many 
not formerly in the building field will enter 
it. A recent survey showed that 32 percent 
of all manufacturers are planning to expand 
their lines into new products which they had 
never previously produced, and 65 percent 
of these new products are concerned with 
the home consumption field. 

b) Intensified competition will inevitably de- 
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velop and this will give rise to shrinking 
gross margins. Customarily, the greater 
the supply of a commodity or product, the 
more difficult it is to sell at a profit, and 
this mass production will hit the market 
with decimated and rusty sales organizations 
and the background of a wartime seller’s 
market. 

Capable retail organizations will be in ter- 
rific demand and there will be much jockey- 
ing and shifting in the patterns of retail 
distribution. 

This phenomenon has already appeared in the great 
chain operations, and tire, gasoline and auto supply 
stores of the country. 

Producers with accumulating masses of goods to 
distribute into consumption will initiate marketing 
programs with emphasis on maximum retail sales 
volume, and retailers who can deliver such volume 
to producers will be in a most favorable position. 

Any study of the relationship between these funda- 
mental trends and the building industry should be 
preceded by an analysis of the pre-war production 
and distribution pattern in the construction industry. 

Chart I herein affords the dealer an opportunity to 
picture the light construction industry (home build- 
ing, structural improvements and farm building) in 
its detailed distribution pattern. Column 11 in the 
chart shows the three great markets for light con- 
struction and column 12 shows some of the end-use 
packages that serve these markets. Swinging to the 
left, column 1 shows the raw materials from the land, 
mines and forests starting on their complex course 
which reach their ultimate destination in the con- 
sumption packages shown in column 12. 

The sales organizations of these raw material 
producers solicit the patronage of the 65 types of 
manufacturers shown in column 3. Some of these 
individual types run into thousands of individual 
manufacturing units. Each of these manufacturing. 
units has its individual sales structure calling on one 
or more of the 17 types of wholesale outlets shown in 
column 5. These wholesalers, in turn, have their 
selling organizations, supplementing the work of the 
product manufacturers’ selling organizations, calling 
on the 21 types of retail outlets for light construction. 

Then shown in column 8 are the 37 types of service 
organizations that are concerned with home and farm 
building products and in column 9 are the 33 types of 
retail salesmen who are concerned with influencing 
the consumer patronage in this field. 

This distribution structure has existed for decades 
in much the same complex pattern so the processes of 
changing it will neither be rapid nor radical. How- 
ever, wartime trends in this light construction in- 
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dustry are revealing some tendencies that the dealer 
should take note of. The first of these is the tendency 
of manufacturers to expand their lines. This has 
proceeded rapidly in the past ten years and it is 
probable that we can look for an accelerated move- 
ment along this line. It is probable that the wider 
the manufacturer’s line in this field the more concern 
he will have with the ultimate consumer package into 
which his products flow. The wholesalers, too, have 
shown a tendency to broaden their lines and to enter 
the fields of competitive wholesalers. And of course 
all dealers are familiar with the fact that the dealer 
merchandise lines have rapidly expanded in the 
period just before the war and even more rapidly 
during the war. 


The underlying economic pressure which is causing - 


this trend is the fact that, in the complex wholesaling 
and retailing fields, there are as many as thirty or 
more duplicating overhead expense structures in the 
distribution pattern of a single packaged house job. 
It is probable that this trend toward the contraction 
of duplicating overheads will continue along both 
vertical and horizontal lines in the distribution 
structure. 

That this is the intent of the producers in the 
building industry is revealed by the recent post-war 
platform of the Producers’ Council, Inc., which sets 
forth the principle of integration as the goal of the 
industry. 

These trends may be summed up, from the dealer’s 
viewpoint, in the statement that the lumber and build- 
ing material dealer will’ be the most sought after 
retailer in American business, because he is one of 
the two or three largest spigots through which the 
products and services of the post-war building indus- 
try may flow into ultimate consumption. 





The recent statistics which reveal the lumber and 
building material dealer as controlling 35 percent of 
the new home sales, the operative builders, building 
100 or more homes, as controlling 16 percent, and 
the smaller contractors and builders, who build from 
1 to 100 houses per year, as controlling-49 percent, 
demonstrate rather conclusively the marked trend 
in this direction which occurred in recent years. 
Actually dealer controlled sales probably amount to 
two-thirds of the total light construction volume, 
because of the dealer’s position in extending credits 
to the smailer contractors in the above 49 percent 
bracket. 

As a matter of fact, the two outstanding trends of 
the last decade, in the light construction industry, 
have been the ‘growth of the operative builder in 
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metropolitan markets as the dominating package 
home merchant and the growth of the lumber dealer, 
in the balance of the cities and towns of the country, 
as the building package merchant in those markets. 

There is a distinct danger to the dealer, however, 
in his becoming complacent over the many manu- 
facturing and wholesaling suitors which will seek his 
favors. Like the girl who had so many suitors that 
she remained a spinster, some lumber dealers may 
lose out in the developing competitive race. 


ANALYSIS OF COMPETITION 


All retailers of consumer commodities have plenty 
of competition but there are certain peculiarities of 
competition in the light construction industry that 
present most serious problems to the lumber and 
building material dealer. There was a time when 
the lumber and building material dealer handled 
practically all of the items that went into American 
homes. That was before the advent of metals and 
composition materials into the field. One by one new 
types of competition have crept into the retail build- 
ing business, because of the average dealer’s failure 
to keep abreast of new products and trends in dis- 
tribution. 

This is revealed by a study of the 21 types of 
retailers in column 7 of the chart. Practically none 
of these, except the lumber dealer, existed in the days 
of universal wood construction. 

This phenomenon has not taken place in the field 
of food or clothing. The number of competitors of 
food and clothing retailers has increased, but the 
types, generally speaking, have not. 

The rate of acceleration of new types of compe- 
tition in the retail building material field has been 
steadily increasing and yet the dealer who is willing 
to take the necessary steps to meet the challenges of 
effective distribution can eliminate a large part of 
this competition in his markets and reverse the trend. 
In reality, today’s lumber and building material 
dealer has seven businesses in one: 


a) New homes—ready-for-occupancy and cus- 
tom built. 

b) Home repairs—remodeling and improve- 
ments. 

c) Farm construction. 

d) Commercial, industrial and _ institutional 
modernization. 

e) Yard-fabricated and portable buildings. 

f) Roofing, Siding, Insulation and other spe- 
cialty departments. 

g) Complete line of construction materials and 
counter merchandise. 


The trend to embrace these seven businesses in one 
has been marked in wartime. Another marked trend 
has been the development of package* merchandising 
on the part of the dealer in the first six of the above 
types of business. The dealers have shown a gratify- 
ing versatility and adaptability in merchandising 
under wartime restrictions that speaks well for their 
future. 


MARKET POTENTIAL 


The post-war marketing potential for these seven 
types of business require such motion picture adjec- 
tives as “colossal” and “stupendous” for description. 





* “Package” selling is combining in a single sale the labor 
and material necessary to complete a service package, in- 
stalled, assembled, and/or erected for final use by the con- 
sumer. It customarily involves merchandising the mechanics’ 
services as well as material. It also involves responsibility to 
the consumer, but it does not necessarily involve contracting. 
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Economists predict a million new homes per year 
for the next ten years. They speak of a backlog of 
30 billion dollars of needed structural improvements 
and a 24 billion dollar needed farm construction 
program. 

Reducing this, of course, to an individual retail 
operation, it means that if the dealer’s operations 
are average, he can find the number of families in 
his community and divide the total number by 40 
and find out what his potential sales of new homes 
every year for ten years amounts to. He can deter- 
mine the number of standing structures (outside of 
the farm areas) in his market and can say that each 
of these buildings need an average of $1000.00 in 
structural repairs, additions and improvements. He 
can seek out the number of farms in his trading area 
and say to himself, if these farms are average, they 
should spend $400.00 per year for ten years on farm 
buildings and improvements. 

If it were not for the fact that there are certain 
major deterrents to this potential and uncertainties 
in the economic outlook, any dealer who has profitably 
survived the vicissitudes of war could be quite com- 
placent about the future. Before looking at the 
handicaps and uncertainties, let us analyze some 
of the favorable factors. 


FAVORABLE CONDITIONS 


Analysis shows that there are 22 factors which 
precede and foster an upward turn in the home 
building cycle: 

1. Declining foreclosures. 

2. Rising costs of renting. 

3. Decreasing supply of rentable quarters. 
4 


Increase in marriages (just wait till the 
boys come home!) 


Increased employment. 
Wages and employment at high levels. 


7. Increased savings and equities available for 
home purchasing. 


8. A downward curve in outstanding real estate 
debit and installment paper. 


9. Large surpluses in hands of financing 
agencies. 


10. Lowering interest rates, longer terms, 
smaller down payments, easier credit and 
competition in financing. 


11. Increase in percentage of middle aged popu- 
lation. 


12. A plentiful supply of construction labor. 
13. Simplified processes—ease of purchase. 
14. Economic values in new house prices. 


15. Amortizing monthly payments offered at less 
than current rentals for equivalent quarters. 


16. Public confidence in stability of employment. 
17. Intelligent aggressive merchandising. 


18. Liberal policies of Federal Housing Admin- 
istration. 


19. New developments in comfort, convenience, 
health, beauty and economy in housing. 


20. Availability of proper sites at reasonable 
prices, 


21. An easing of the tax burden. 
22. Government subsidies (like the “G.I Bill’). 


A study of these twenty-two points will reveal that 
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nearly all of these conditions obtain at the present 
time, but the two or three exceptions are very im- 
portant. Offsetting these extremely favorable trends 
and conditions are certain contingencies that are diffi- 
cult, if not almost impossible, to forecast at the 
present time. These are in two categories: those 
applicable to the general industrial situation and 
those specifically applicable to the building industry. 


GENERAL UNCERTAINTIES 


A major problem is whether American industry 
can distribute the plenty that we can produce, or will 
we encounter, some time within the first year or two 
of full production, the deadly accumulation of unsold 


- inventories that precedes general layoffs, shutdowns 


and depression? It is a moot question whether we 
have adequate sales management and consumer selling 
manpower to distribute the plenty we can produce 
in the American building industry. 

Another vital question is—what is to be done with 
the war surpluses? Are the 18 billion dollars worth 
of government owned plants to be operated in pro- 
ducing peacetime goods? If so, by whom, and how 
will they be distributed? Some economists say that 
we will have 90 billion dollars worth of surplus goods 
on hand if the war should end tomorrow, and the 
total is continuously growing. Are these surpluses 
to be dumped on the market to compete with new 
production? What about price ceilings? Allocation 
of materials? Relief and rehabilitation policies? 
How will they affect the demand and supply of in- 
dustrial goods? What about taxation and fiscal 
policies? The effect of the huge debt on public psy- 
chology. Will we have unemployment compensation? 
Will the public have the confidence to spend or will 
they hang on to their enormous savings? Will we 


have Peace or War on the home economic front?. 


These questions must be answered and the answers 
can mean thumbs up or thumbs down on progress in 
the building industry. 


EIGHT MAJOR UNCERTAINTIES 


1) Lumber: The major problem, of course, is the 
question: will the lumber supply be adequate to the 
demand, and, if so, when? On the other hand we 
have the Department of Labor saying, in Bulletin 770, 
that if we operated all of our saw mills at capacity, 
we could produce 100 billion feet in a year. On the 
other hand, some of our best lumber economists say 
we will be lucky if we have 34 to 37 billion feet 
production the first year after hostilities cease. It 
appears obvious that it will require some six to eight 
months production, on the latter basis, to replace 
inventories, assuming nothing went into consumption. 
This means simply that the inventory shortage will 
hang over the market for a long time to come. 


2) Will continued price controls and allocation of 
supply be necessary? If this huge potential hits the 
market all at one time and all dealers try to do their 
full part in creating consumption, it would appear 
that such controls would be necessary. If they do 
obtain, what limitation will it have on the individual 
dealer’s operation? 


3) Then there is the problem of public expectation 
from the home building industry. Publicists have 
fed stories of “Dream Homes’ at $2500.00 to $3000.00 
with revolutionary designs and equipment. Within 

(Continued on page 54) 
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William Piehl, Jr., architect and salesman for the Miller-Piehl Co., has remodeled many of 


the business properties in Seymour, Wis. 


ROAD, GENERAL planning of 
postwar sales policies is an ex- 
cellent idea. It’s timely. It’s 

foresighted. And thinking dealers 
in lumber and building materials 
are making their plans now. No 
one advocates it more strongly than 
William Piehl, Jr., Miller-Piehl Co., 
Seymour, Wis. But his planning 
transcends the general stage—it 
has, in fact, become very practical. 

Readers may remember Bill Piehl 
as one of the winners in AMERICAN 
LUMBERMAN’S. Postwar Prepared- 
ness Idea Contest (May 13, 1944 
Issue). The following quotation 
was included in his entry: “Dream, 
plan and build for a better tomor- 
row; but do it today.” 

That statement pretty well sums 
up his approach to the postwar era. 
Bill Piehl’s plans are a nice blend 
of the new and the old, the tried 
and the untried. They combine 
past experience with imagination 
and realistic speculation. 

For example: In past years one 
of the most active and profitable 
phases of Miller-Piehl Co.’s business 
has been the remodeling of stores 
and other commercial properties. 


Experience has proved that. Bill 
Piehl is looking to this field as a 
source of immediate postwar vol- 
ume. In that he’s not alone. Recent 
surveys of all types of retail busi- 
nesses have started other lumber 
dealers thinking. Conclusions drawn 
from those surveys indicate that 
the great majority of all retail 
stores will be ready to expand or 
remodel as soon as materials are 
available. They’ll spend good money 
for new store fronts, show windows, 
counters, floorings, ceiling and wall- 
board and light fixtures. 

Will this type of market exist in 
the small towns? Seymour has a 
population of 13865. What has been 
done there in the past might be a 
key to the available business in 
similar towns. Pictures accompany- 
ing this article show a few of the 
many commercial jobs that Bill 
Piehl has sold in and around Sey- 


- mour. 


It can be seen from the pictures 
that sales of this type are not re- 
stricted to stores. Taverns, bowl- 
ing establishments, small offices and 
combination homes and factories 
are among the other possibilities. 
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ON MAIN STREET 


This architect salesman builds a 
nice business volume by remodel- 
ing small-town stores and com- 
mercial properties. 


Sales can vary in size from a new 
front for the building to a complete 
remodeling job inside and out. 

Bill Piehl, who is a graduate of 
the University of Minnesota and a 
licensed architect, uncovers this 
type of business by scouting around 
town looking for stores and com- 
mercial establishments that could 
stand improvement. Then, armed 
with drawings of suggested changes 
which he has designed himself, he 
approaches the owners and closes 
the deal. Frequently, the entire 
remodeling job is sold as a package 
unit. 

Miller-Piehl Co. carries a very 
complete line of building materials, 
and this is one reason why store 
remodeling has been an active and 
profitable field for them. They sell 
lumber, plywood, wallboard, brick, 
plaster, glass blocks and even some 
structural steel. When a modern- 
ized store front or interior calls 
for such materials, they furnish 
them and get the full margin rather 
than calling in another supplier and 
being content with a commission or 
split profit. 

That part of Bill Piehl’s postwar 
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Bill Piehl designed this bar and taproom 
for the local hotel. The bar is attractive and 
modern; the taproom is panelled with 
blonde Philippine mahogany and has in- 
direct lighting. 


business planning is based on past 
experience. It worked before the 
war—with increased promotional 
push it will probably be an even 
more active field after the war. 

There are other plans which are 
based on lessons learned during the 
wartime shortages. These plans in- 
clude the development of an over- 
the-counter business which has al- 
ready been started on a small scale. 
Bill Piehl says: 

“We have a small counter in 
the office upon which is displayed 
weatherstrip, floor wax, wood- 
screws, woodscrapers and other 
small hardware items; even an old 
box of hitching rings that had been 
pushed away in a corner for the past 
15 years. This counter, our silent 
salesman, has done a wonderful 
selling job; and I am all for ex- 
panding this idea. 

“T feel that the more customers 
we can contact through the sale of 
the small items, the better chance 
we will have to sell them when they 
will be able to build or remodel their 
house, garage, barn, sheds and other 
buildings.” 

A fairly new trend in the retail- 
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ing of building materials and allied 
equipment has evidenced itself in 
an emphasis on attractive displays 
to catch attention of consumers. 
Bill Piehl’s postwar plans take this 
trend into consideration as shown 
in the following statement: 

“We expect to put in a display 
and salesroom for the downtown 
shoppers. We are going to take 
our merchandise downtown and 
show it to them through attractive 
window displays. We want as much 
window display room as _ possible 
preferably a corner store. The win- 
dows will be lighted with attractive 
colored lights for the evening shop- 


Pictures on the opposite page 
show some of the business pro- 
perties Mr. Piehl has remodeled. 
The center photo is of a com- 
bination home and cheese factory 
--his original design. 


pers. 


The displays will be active, 
for example, a farm water system 


with actual running water, hay 
carriers that actually roll back and 
forth on a hay track, overhead gar- 
age doors that open and. close, 
insulation that is being poured into 
a wall section and many other sim- 
ilar ideas. 

“We believe we’ll get the maxi- 
mum amount of good out of these 
silent salesmen, because getting the 
prospect interested goes a long way 
toward closing the sale. We are 
going to take the merchandise out 
of the box and place it where the 
customers can see it and handle it.” 


October 14, 1944, AMERICAN LUMBERMAN 











AME 


ory 





‘ive, 
tem 
hay 
and 
rar- 
ose, 
into 
3im- 


axi- 
hese 
the 
way 
are 
out 
the 
x 


MAN 














AMERICAN LUMBERMAN, October 14, 1944 








WHAT TOP 
MANAGEMENT 
WANTS DONE “ 














HOW TO TRAIN 








SALES 


CREDIT AND 














As this chart shows, there are many places 


MANAGER * 


ADVERTISING 














| SALESMEN 








YARD FOREMAN 








where orders from the top can be misin- 
terpreted. Well-trained employes keep 


orders and work flowing smoothly. 


NEW EMPLOYE seldom if ever 
A fits the specifications of his job 
precisely. The preliminary steps 
to employment — screening inter- 
view, filling out qualification blank, 
and final interview—are all de- 
signed to aid in selection of the 
applicant who most closely approxi- 
mates the knowledge, attitude and 
skills the job requires. Even the 
most careful selection process usu- 
ally results in a relationship of the 
man to the job that can be illus- 
trated by the accompanying sketch. 
Suppose the triangle represents 
the precise job requirements. The 
aim in selecting a man to fill the 
job is to get one who can be fitted 
exactly into it. What is obtained is 
a man who roughly fits the job, as 
represented by the irregular line 
which falls short of the triangle in 
some places and exceeds it in others. 
Thus, it becomes necessary to have 
a training program and a training 
technique to tone down his objec- 
tionable qualities and compensate or 
remove his deficiencies. 

A corollary or parallel to this 
need for employe training is what 
should be a mutual desire on the 
parts of both employer and employe 
to develop the utility of the new 
man so that he pays his way in the 
shortest time possible, and then ad- 
vances to a place where he merits 
increased income. The accompany- 
ing sketch of three concentric 


42 


circles with three equally spaced 
radii graphically illustrates this 
need for training. The radii divide 
the circles into three segments each 
of which represents one of the three 
major qualifications the new em- 
ploye brings to the job. He has cer- 
tain natural and developed skills, 
a degree of knowledge from past 
experience, and certain attitudes 
toward the work, and first impres- 
sion attitudes toward the company 
and his new associates in the busi- 
ness. We let the smallest circle 
represent the total of these attri- 
butes which he brings to the job. 
Normally they do not represent 
enough to permit him to earn his 
salary right at the start. What both 


Pe 


NSF 


The triangle represents the job to be filled. 

The irregular line shows how the employe’'s 

abilities fit that job, bulging in some places 
and falling short in others. 





EMPLOYES 


See the September 30 issue of AMERICAN 
LUMBERMAN for an article on the selec- 


tion of employes. 
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he and the employer want is to ex- 
pand his skills, knowledge and atti- 
tudes as uniformly as_ possible 
through the stages represented by 
the broken line circles to the limit 
of the second circle. This is the field 
at which he is paying the company 
a satisfactory dividend on his sal- 
ary. 

If he is the kind of employe who 
shows neither talent nor desire for 
promotion there is perhaps little ad- 
vantage in expending much more 
training effort on him. It can be 
assumed that he has found his level 
of ability, and from that point on, 
will require only supervision and 
such training as will be necessary 
from time to time to keep him 
abreast of changing company poli- 
cies. In some types of work, as per- 
haps, driving a truck, that kind of 
employe may be satisfactory, and 
may be counted on to do dependable 
work for a long time. 

A salesman, however, who is 
satisfied with a sales volume which 
just succeeds in justifying his sal- 
ary or provides him with income 
from commissions that indicates 
limited ability or inefficient cover- 
age of his territory, is a drag on 
the organization. It thus becomes 
necessary to provide him with addi- 
tional and continuous training to 
develop his capacity to the limit of 
the outside circle at which field he 
is a plus-profit producer for both 
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himself and his employer. 

There is still a third reason for a 
long range or continuous training 
program for the entire personnel of 
a retail lumber and building ma- 
terials concern. That is illustrated 
by the accompanying drawing 
showing a series of connected rec- 
tangles. Top management has a 
policy or an ideal regarding the 
manner in which customers should 
be served. In a well organized com- 
pany those policies or ideals are 
transmitted through channels down 
to the customer contact people. If 
the policies are not sharply defined, 
and even if sharply defined, are not 
transmitted clearly and definitely by 
use of the principles employed in 
making a sale to a customer, the 
end result is likely to be at wide 
variance with what is desired. 


postwar sales and operating person- 
nel for the retail lumber yard make 
a carefully planned program almost 
a “must” for every dealer, whether 
he operates one small yard, or a 
large line of both city and country 
yards. The problems facing the 
yard manager in rebuilding his 
postwar staff were discussed at 


- length during one of the Dealers’ 


Institute sessions conducted by 
John Dillon at Indiana University 
several weeks ago and outlined in 
the AMERICAN LUMBERMAN issue of 
Sept. 30. They are enumerated 
here, not as representing all of the 
problems, but as typical of many. 
They are not listed in the order of 
their importance, but as introduced 
and discussed by the dealers at the 
Institute. 





When an employe starts on a new job, he is usually not paying his own way. This condi- 

tion is represented by the circle in the center. As he passes through training (represented 

by area with broken lines) he improves until he reaches the beginning of the solid area. 

At this point he is paying his own way. Beyond that point he becomes an asset to his 
employer. ; 


These three reasons for adequate 
employe training programs exist at 
all times, and in themselves con- 
stitute sufficient justification for 
spending time and energy in formu- 
lating and implementing such pro- 
grams. In addition to these, how- 
ever, the problems of building a 


Problems Facing Dealers in Rebuilding 
Postwar Organizations 

1. Helping to return many ex- 
service men and women to happy 
productive employment. 

2. Interesting good young men 
in the business. 

3. What to do with and for the 
“old timer.” 
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4. Competing successfully for 
high caliber salesmen prospects. 

5. Developing more scientific 
employe selection procedure and 
learning how to use it. 

6. Providing a type of training 
that will appeal to persons who have 
been trained by the armed forces or 
for specialized war production work. 

7. Convincing persons with pre- 
war sales experience that they need 
and can profit from sales training 
on returning to the field of selling. 

8. What to do about experienced 
salesmen and junior executives who 
hold officer commissions and respon- 
sible government jobs and will not 
be released until after many new 
executives and salesmen must be 
selected and trained. 

9. Recognizing the need of re- 
building sales and operating staffs 
to be of equal importance with get- 
ting merchandise inventories. 

10. Building a smooth working 
team consisting of ex-servicemen, 
ex-war workers, and some employes 
that remained on the job. Will re- 
quire skill on the part of dealers 
and their sales managers. 

11. Correcting the new low level 
of customer service which has 
forced the public to accept many 
poor selling practices. Many sales- 
men will be tempted to continue 
their practices on this low level 
after a normal market has been 
established. 


12. Attracting ex-war workers 
into the field of selling at beginning 
incomes which will be much lower 
than the rates of pay they are now 
receiving. 

Training or teaching is always 
essentially a sales job, and involves 
four basic steps which are directly 
analogous to the basic steps taken 
by a skilled salesman with a pros- 
pect. Thus, to suggest that a retail 
lumber and building material dealer 
can organize and operate a training 
or teaching program in his own 
business is merely to-suggest that 
he apply the same technique to his 
employes that he applies to his cus- 
tomers and prospects. 

The four steps taken in teaching 
or selling an employe a _ specific 
operation or general knowledge 
were defined as follows by Mr. 
Dillon and the dealer members of 
the Indiana University Institute: 

1. Preparing the employe. 

2. Presenting the new subject 
matter to the employe. 

3. Aiding the employe in assimi- 
lating and applying the new subject 
matter. 


4. Testing the employe to make 





43 


certain that he understands and can 
use the new skill and knowledge in 
his work. 

While these four steps are pre- 
sented separately there are no clear 
lines of division between them in 
their practical application. They 
are fused in such a way that it is 
impossible to tell when one stops 
and the next begins. 

In the first step it is necessary 
to sell the employe on the benefits 
he will get from what is going to 
be taught to him. The employer, 
therefor, sets the stage by helping 
the employe see what is going to be 
taught, getting his mind focused 
on the subject, and arousing his 
interest in the subject. The employe 
is urged to recall from his former 
experience what he already knows 
about the subject. Next, the em- 
ploye is made to realize the im- 
portance to himself of what he is 
about to learn. He has to be sold 
to a point where he cannot afford 
to neglect this opportunity to learn 
something of value to himself. 

When the employer feels that the 
interest of the employe has been 
aroused to a point at which he is 
anxious to get on with the work, 
the employer presents the subject 
matter. This, of course, is the most 
important part of the whole proc- 
ess. Presentation of material must 
take into account the learning abil- 
ity of the employe. Each detail, 
idea or operation must be presented 
or explained in terms which are 
understandable. Some ideas must 
be presented by means of oral ex- 
planation; many must be demon- 
strated; some require a sketch or 
a diagram; and others are presented 
best by means of a picture. In any 
case the employe must understand 
what is being presented before he 
can assimilate it. 

In the third step, assimilation of 
the subject can be done only by the 
employe, but it is generally neces- 
sary for the employer to assist the 
employe in visualizing applications, 
and in reconciling the new ideas 
with former beliefs or practices. 
The process of accepting or acquir- 
ing new skills takes time, and re- 
quires mental or physical effort, 
or both. Some employes will resist 
the whole idea, and can be won over 
only by adapting the pace of teach- 
ing to the ability of the employe 
to learn. In this stage he is going 
through exactly what a prospect 
for a new house is going through 
in the third step of a selling process. 
He is sorting, selecting, cataloging, 
substituting, eliminating, supplant- 
ing and adding to the ideas and 
habits he already possesses. The 
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best way to help him is to have him 
use the new idea or skill imme- 
diately. This can best be accom- 
plished by discussion of the steps 
involved. If a major task is being 
presented, it obviously involves sev- 
eral details or steps, and teaching 
can be done best if the employe is 
given time to assimilate one detail 
or step at a time. 


In the fourth step the employer ~ 


discovers whether the employe has 
gained sufficient mastery to perform 
the new work with little or no 
further instruction, whether he has 
the safe feeling that he can do the 
job entirely on his own. This test- 
ing, an important part of the teach- 
ing job, can be carried out in a 
variety of ways. With manipulative 
operations the employer has, the 
employe do the entire job without 
assistance to demonstrate mastery 
of the work. In teaching informa- 
tional material the employer may 
test by oral or written questions, 
by problems which require applica- 
tion of the knowledge, or by requir- 
ing the employe to explain how he 
would apply the new principles to 
actual job practices in his daily 
work. 

The time which must be given 
to any one of the foregoing steps 
will vary with the employe and with 
the subject matter being taught. In 
one case it may be necessary to 
spend considerable time getting the 
employe ready to learn or in helping 
him to understand what is being 
taught. In other cases the employe 
may already have a desire to learn 
what will be presented. As soon as 
the employer is satisfied that he 
has the employe in a _ receptive 
frame of mind he immediately 
starts to present the subject in 
organized fashion. This is exactly 
the way trained salesman handles 
different customers. In some cases 
the product or service can be pre- 
sented immediately. In others a 
desire must be created first. 

Two methods of teaching to be 
avoided are: 

1. The telling method—“I want 
to tell you.” 

2. The showing method—“I 
want to show you.” 

These and the four-step detail 
method were demonstrated at the 
Dealers Institute at Indiana Uni- 
versity. Three dealers, none of 
whom knew anything about an 
Underwriters’ knot, were chosen 
from the group. With the first one, 
the teacher rapidly told how to tie 
the knot without demonstrating 
anything, and then requested the 
dealer to tie it. He was able to 
take only the first of several steps, 


then bogged down hopelessly. 

The teacher then selected the sec- 
ond dealer, and while talking to him 
about fishing, rapidly tied a knot, 
then asked the learner to tie one. 
This time the learner was able to 
take the first two of several steps 
before becoming confused. He was 
unable to complete the job. The 
first demonstration required about 
two minutes and accomplished al- 
most nothing. The second required 
perhaps: three minutes, and accom- 
plished little more. In neither case 
was the subject able to do the work 
from the instruction he got. 

With the third dealer, the teacher 
began by explaining the reason and 
function of the knot. He explained 
to the learner how his being able 
to tie the knot would make him 
more valuable to the company and 
would lead to acquiring more infor- 
mation to make him still more 
valuable. Then, he demonstrated 
the step-by-step procedure, and en- 
couraged the learner to ask ques- 
tions. Then, the learner tried to tie 
the knot. He did it, making two 
minor mistakes. The teacher pointed 
these out, the learner tied the knot 
again, this time perfectly. The 
teacher then showed him a couple 
of short cuts, had him do it again, 
asked him the name of the knot, 
and explained that the Underwrit- 
ers’ inspector would be impressed if 
the learner knew the name and 
could discuss the knot intelligently. 
Finally, the teacher placed the 
learner on a chair to simulate a 
ladder and job conditions, and had 
him tie the knot again. The proc- 
ess required five to seven minutes, 
but the learner really knew what 
he was doing and why. 

If the employer carefully pre- 
pares himself for a teaching job on 
any operation or process and then 
spends the required time to put his 
sale or teaching job over right in 
the first place, he will spend more 
time than he required to do a “tell- 
ing” job or a “showing” job. In 
the long run, however, he will gain 
many hours through eliminating 
much time spent in supervising the 
work of untrained employes, and 
eliminating the need to repeat a 
teaching process. 

Thus, in building effective post- 
war organizations, care in selecting 
employes is of first importance. 
Knowing how to train employes for 
better individual and collective re- 
sults is equally important. The next 
article in this series dealing with 
postwar personnel selection and 
training for retail lumber and build- 
ing materials dealers will deal with 
determining what to teach. 


October 14, 1944, AMERICAN LUMBERMAN 














SF 


id 
tir 
fo 


lai 
an 


Wi 


to 





im 
ot, 
1e, 


ps 
as 
he 
ut 
al- 
ed 
m- 
ise 
rk 


jer 


en 
nis 


re 
a}]- 


un 
ng 


nd 


st- 
ng 
ce. 
for 
re- 
>xt 
ith 
ld- 
ith 


AN 








American Lumberman House Plan 


No. 614 
Four Rooms 


20,400 Cubic Feet 


Special Features 


Attractive, screened porch is 
ideal for mild climates—or summer- 
time activities in colder regions. 

Large living room has coat closet 
for guests. 

Master bedroom contains two 
large wardrobe closets for husband 
and wife. 

Second bedroom has ample-size 
wardrobe closet. 

Linen closet in hall is convenient 
to both bedrooms and bath. 

Kitchen is efficiently arranged to 
save steps—has ample storage space 
in the form of built-in cabinets. 

Dinette bay just off kitchen has 
five windows—an attractive year- 
round setting for family meals. 

Guests can reach bathroom with- 
out going through either bedroom. 

Finished stair makes it possible 
to add an attic bedroom at later 
date. 
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House Plan No. 610 


Four Rooms 
18,000 Cubic Feet 


Special Features 


Extra cabinet in bathroom for 
storage of towels, linens, large medi- 
cine containers and supplies. 


Cozy dinette separated by arch 
from kitchen. 

Separate decorative china cabinet 
in dinette. 

Large bay with triple windows 
gives pleasant outlook on side yard 
or garden in rear. 

Separate broom storage in rear 
entry. 


Protected rear entry to kitchen. 
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No. 600 
Four Rooms 
16,500 Cubic Feet 


Special Features 

Fitted closets in master bedroom 
for wife and husband. 

Large linen storage space central- 
ly located between bath and kitchen. 

Compact kitchen with ample cabi- 
nets arranged to save steps. 

Large dining space, easily acces- 
sible from kitchen. 

Broom storage in entry. 

Full stair to attic. Finished bed- 
rooms may be installed later as the 
family grows in size. 


Protected entrance door. 
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No. 612 
Four Rooms 
16,000 Cubic Feet 


Special Features 


Both bedrooms are at rear of 
house. Both have large closets. 


Modern. bath opens to hall con- 
necting bedrooms. Linen closet in 
hall is convenient to both bedrooms 
and bath. 


Guests can pass from large living 
room to bath without going through 
bedrooms or kitchen. 


Modern kitchen has large dining 
space in front of house, with pleas- 
ant view through front window. 

Separate broom storage near rear 
entrance. 


Outside door leads direct to base- 
ment stairway—not necessary to 
pass through other rooms on way. 


October 14, 1944, AMERICAN LLUMBERMAN 





£7 


, 
~ 
4 
’ 





f 


l- 


is 


N 








HE OPERATION of a chain saw 
for falling is a two-man job. The 
operator handles the motor end of 

the saw and the head faller handles 


the head end of the saw. The head 
sawyer is in charge and is responsible 
for the safety of the falling crew and 
others who might be endangered by 
the falling operations. He should, 
therefore, be an experienced faller. 
The operator may very well be a 
young man with mechanical ability 
and not necessarily an experienced 
faller. The job provides a good train- 
ing opportunity. 

Some companies find it advantage- 
ous to employ three men on a falling 
crew, two to operate the saw and the 
third to help carry it, to swamp out 
around the work place and relieve the 
operators. Companies favoring this 
system say that it increases production 
per man-hour but others contend that 
it increases falling costs. Whether 
such an arrangement is economical or 
not will be determined by the amount 
of work which a third man can be 
given. It is probable that a job study 
might reveal possibilities of reassign- 
ing duties to make this economical. 
If three men can be used it offers a 
good training opportunity and protects 
against having a crew idle because of 
the absence of one man. Having a 
third man is definitely safer if it 


results in better swamping or clearing 
out or in taking other precautions such 
as wedging which two men often neg- 
lect because of their eagerness to 
keep the saw running as steadily as 
possible. 


Handling and Transporting 


A chain saw is heavy to carry over 
rough ground and fallen timber and 
through underbrush. Special study 
should be given to the method of 
getting it into the work place. In 
work places some distance from a 
road, arrangements should be made to 
leave the saw in the woods overnight 
and carry only the chains back to 
camp for servicing and sharpening. 

When moving from one tree to an- 
other the motor should be stopped and, 
in the case of electric motors, the 
cables should be disconnected at the 
motor end. 


Operating the Saw 


Because of the weight and power of 
the equipment it is especially impor- 





These suggestions for precautions in 
the use of chain saws are excerpts from 
a data sheet prepared by Glen F. Griffin, 
Safety Engineer of the National Safety 
Council. The data was submitted to lead- 
ing loggers in the United States and 
Canada for approval before publication. 
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SAW SAFETY 


tant that men operating chain saws 
have a secure footing so that they will 
not fall or be forced to jump suddenly. 

The chain should not be started until 
the saw is in position, ready to cut. 
The operators should stand at the end 
of the saw, never beside it. They 
should have both hands on the handles 
and should keep them there until the 
chain stops. The bar sould be swiv- 
eled so that the cutting teeth run 
toward the motor, thus tending to pull 
the motor end against the butt of the 
tree. The motor end of the saw should 
be started into the butt first with the 
motors supported on one knee. After 
the saw has penetrated thoroughly, 
the head end should be swung around 
to bring the head part of the saw into 
the cut. This eliminates sagging in 
the middle, which sometimes causes 
the chain to jump out of the groove 
in the bar. 

The most frequent and serious acci- 
dents with power saws are cuts from 
the running chain and they occur most 
frequently to the head faller. To pre- 
vent this it is extremely important 
that the faller stand beyond the end 
of the saw, never at the side. Some 
saws are equipped with guards the 
purpose of which is to keep the hands 
or legs from touching the part of the 
chain away from the trees. Users say 
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DEALERS... 


HERE'S WHY DEVOE | 


KARLOAD KLUB BLACK 


ROOF PAINT WILL SELL: 
ON SIGHT.. BUILD: 


YOUR prorits ! 





Grea‘er than ever before in history...the market for roof paint! Farmers, business 
men, home owners have difficulty securing materials for repairing dld roofs 
or building new ones. Now you can feature a NAME BRAND... DEVOE 


has a ready acceptance with the paint-buying public. 


Devoe is telling this story nationally—“Re-vitalize your roofs now—make 


them last longer, look better!” 






Unique new label designed to appeal to all classes of your customers! Colorful 


five-color label .. . an impulse purchase puller. Here’s how it works. 





SIDE A illustrates 
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that these guards are inadequate be- 
cause they have to be thinner than 
the saw kerf in order to follow the 
saw through the tree. It is reported, 
further, that men have cut their hands 
trying to place them on the guard in 
order to guide it into the cut. The 
inflexible rule should be never to let 
any part of the body come close to or 
in contact with the chain at any time 
while the motor is running. 


Undercutting 


In chain saw operation the undercut 
is usually made with the saw rather 
than the axe. This makes it imprac- 
ticable to make the conventional V- 
shaped undercut. The usual method 
with a chain saw is to make two nearly 
horizontal cuts three or- four inches 
apart extending to about one-fourth 
the thickness of the tree, then cut out 
the section between the upper and 
lower cuts with a special axe some- 
times called a pulaski. This tool is like 
a faller’s axe with one blade turned 
at right angles to the other like a 
mattock. With a few strokes it is 
possible to take out the undercut wood 
in two or three pieces. When cutting 
big trees, in order to keep them from 
rolling on the stump a stepped under- 
cut is used. See illustration. Some 
operators prefer to make a conven- 
tional V-shaped undercut, making the 
horizontal cut with the saw and chop- 
ping out the angular cut with the axe. 
From the standpoint of safety there 
is little choice between these methods. 
The important thing is that the tree 
should be undercut to at least one- 
fourth of its diameter in such a way 
that it will fall straight and not slab. 

Falling the Tree 

After the undercut has been com- 
pleted the saw should be stopped, and, 
if the ground is level and unobstructed, 
the saw should be carried around to 
the opposite side of the tree by two 
men. If, however, the work is being 
done on a side hill or in very rough 
ground it may be safer to swing the 
head end around pivoting it on the 
motor end. The saw is then started 
into the tree as shown in the illustra- 
tions. It is important now to saw 
straight so that the whole length of 
the saw will approach the undercut 
simultaneously. This causes the tree 
to hinge on a small section of “holding 
wood” along the edge of the undercut 
and fall straight. If either end of the 
fast running saw “leads” and cuts 
away the “holding wood” on one side 
the tree will not fall straight. 

If the tree settles back after the saw 
has fully entered the cut it may bind 
on the chain at the back which some- 
times causes the whole machine to 
kick violently in the direction of the 
operator. If a tree has a tendency 
to bind it must be wedged. Great 
care should be taken. The saw must 
be stopped while wedging is being 
done to avoid the possibility of the 
wedges striking the running chain. 


Moving Away from the Tree 


There is a temptation for men oper- 
ating power saws to hold the saw and 
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stay near the base of the tree when it 
falls. This should be absolutely pro- 
hibited. When the tree starts to fall 
the power should be shut off, and the 
saw should be laid on the ground at 
the base of the tree. The operators 
should then move back quickly over a 
pre-arranged route and place them- 
selves behind other trees if possible, 
or should face the tree. They should 
get back as much as twenty feet and 
take other precautions. There is ample 
time to do this if they plan their 
escape in advance. 
Springboarding 

The fast, easy cutting of power 
saws makes it possible to cut low 
stumps. Thus, springboarding is un- 
necessary on most trees. The man at 
the motor end should never work from 
a springboard. If the man at the head 
end must work from a springboard, 
he should never attempt to adjust it 
while standing on it and holding the 
saw. He should always have a spring- 
board long enough to enable him to 
stand at the end of the saw, never at 
one side. - ~ 


bucking. In addition, the cut is made 
much faster, and therefore the bucker 
must foresee exactly what is going to 
happen when the cut is completed. 
This requires careful wetamg and 
supervision. 

Another factor affecting adversely 
the safety of the bucker is the weight 
of equipment in his hands when the 
cut is completed, which hinders a quick 
get-away. He must therefore work 
in a spot where he will not be struck 
by the log he is bucking or by other 
logs which may be dislodged by it. 
In some instances it will be found 
safer to complete a cut with a hand 
saw rather than with the power saw. 

If a log is lying flat against the 
ground at the point where it is to cut 
stones, bark and earth should be 
cleared away sufficiently so that the 
chain will not throw them in the direc- 
tion of the operator. 

Care of Saws 

Success in the operation of chain 
saws and safety in their operation de- 
pends a great deal upon the care and 
service which is given them. This 
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Warning to Nearby Men 


The falling of a tree by power saw 
consumes so little time that ample 
warning should be given to other men 
before the undercut is started. If a 
man is in the danger zone when the 
cut is started, he does not have time 
to escape to a place of safety. The 
fallers should give a loud warning, 
then wait momentarily for an answer- 
ing shout, because they cannot hear a 
shout after starting their cut. This 
proceure should be made known by 
special instructions, posters, etc., to 
all employees who may frequent the 
woods. 

Spacing of Workers 


The bull bucker (supervisor of fal- 
lers and buckers) should be responsi- 
ble for so placing the fallers and 
buckers that they will not be working 
dangerously close to one another. The 
head faller should immediately stop 
work and report to the bull bucker 
any case of crews working too close 
together. 

Bucking 


The many hazards of bucking heavy 
timber are all present in power-saw 


should be made the responsibility of 
one man, who should be given special 
training by the manufacturer and who 
should work under the supervision of 
a responsible executive, such as the 
supervisor of falling and bucking. 

Chains should not be repaired in the 
woods. Extra chains should be car- 
ried, and when a chain gets out of 
order for any reason it should be taken 
off the saw and returned to the shop 
for service. Skill and experience will 
prolong the life of chains. Men will 
learn to recognize situations in which 
the use of the chain saw will cause it 
to become quickly dulled. If, for ex- 
ample, blasting has been done in the 
vicinity so that particles of stone are 
embedded in the bark the bark should 
be cut away from the tree before the 
saw is used. 

Grounding Electrical Equipment 

Every electrically operated chain 
saw should be grounded. The danger 
from the machine frame becoming 
energized when a man is handling it 
and standing on wet ground with 
calked boots is considerable. It is a 
simple matter to ground the equipment 


(Continued on page 82) 
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What's pthead -- Dangers and Opportunities 
for the retail lumber and materials dealer 


(Continued from page 38) 








the industry we know that post-war improvements 
in homes, as contrasted with pre-war construction 
will be generally limited to the areas of operating 
economies, improved use of electricity, new conveni- 
ences and ease of housekeeping, air conditioning, 
better lighting, wider use of glass, and flexibility of 
room arrangement. Beyond these, the postwar home 
will be no miracle. 

Will this cause the consumer to withhold his favors. 

4) What will be the Public Works policy and are 
we going to have the government engaged in the 
housing business? 

5) Where does prefabrication enter the picture? 
Are prefabricated houses going to be an important 
item in the immediate post-war years, or have the 
prefabricators yet to demonstrate that they can pro- 
duce and sell mass housing at cost saving values? If 
production is bad, will distribution be through the 
retail lumber and building material dealer? 

6) What will be the duration of farm prosperity? 
The farm income is 19 billion dollars in the current 
year. Can it be sustained at this level? And, if so, 
for how long? 

7) A major problem is the cost of homes in rela- 
tion to the cost of labor in other fields. As long as 
the wages of building trades are higher per day than 
those who must rent ‘or buy. the homes constructed, 
there will be. problémy tn“hoiwsing low ajeome groups, 


(st, 74 








There appear to be only five ways out of this 
aiiemma: (a) Government subsidies, (b) Bringing 
other wages to the level of building wages, (c) 
Lowering building wages to the average of other 
skilled workmen, (d) Reducing the cost of distrib- 
uting the products of building labor, (e) Getting 
more production per hour from building labor. (lt 
appears that the foregoing statements, a, d, and e, 
have the only realistic possibilities. ) 

8) Finally there is the lack of trained manpower: 
Have the retail lumber and building material dealers 
of the country adequate numbers of trained sales 
managers and consumer salesmen to come anywhere 
near realizing the post-war potentialities? 

Retailers must seek and find answers to these 
uncertainties, as they develop, in order to make 
intelligent decisions in the problems of their in- 
dividual operations. 


PROBABILITIES 


Certain inevitable conclusions may be reached from 
a study of these potentials—the favorable trends, and 
these uncertainties : 

a) An unquestioned opportunity exists for in- 
creased service, sales, and profit, for the retail lumber 
and building material dealer. There is probably no 
dealer in America who cannot anticipate, in terms of 
potential, the doubling of his pre-war sales and profits 
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The More We Cut... 


The More We w7w 


@ Tree planting and selective cutting is a continuous program with us. 
This means that while Uncle Sam is taking most of our huge cut today, 
our tremendous reserves of mature and growing forests will give even 
greater significance tomorrow to our “trademark of quality lumber.” 
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Head Sales Office 
AMERICAN BANK BLDG., PORTLAND 5, ORE. 


Manufacturing Plant 
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THE TRADE MARK OF QUALITY LUMBER 
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and the maintaining of that pace for several years 
ahead. 

b) Enough lumber will probably be available, as 
soon as the restrictions are lifted, to enable the 
dealer, in his first post-war victory year, to do a 
brisk repair, remodeling and improvement business, 
a heavy farm construction business, and to fill certain 
crucial new residential needs. 

c) Even if price controls remain, the present ceil- 
ings show every indication of providing an ample 
opportunity for good profits if a high sales volume 
is maintained. 

d) The Government’s attitude on the whole will 
be favorable and helpful. Not only is small business 
a favored segment of the economy, but the problem 
of getting the building industry on a volume basis 
is a prime objective of both political parties. 

Summarizing, there are conservative and sound 
reasons for an expanding program in the business 
of retailing building materials. 

How, then, can the dealer plot a course which will 
fortify his operation against the unfavorable trends 
and capitalize on the favorable ones? 

If a dealer is ready to accept the above conclusions, 
it is not too early to set up right now some forward 
looking operating principles and policies as a basis 
for a future expansion program. 

SUGGESTED OPERATING POLICIES 

Among the many tested and successfully operating 
principles and policies, the following twelve seem to 
be especially important in meeting the post-victory 
problems: 

1) A thorough market analysis as a basis for 
expanding volume. A sufficient number of families 
should be interviewed to determine whether one in 
forty families is a proper estimate of the first year 
demand for new homes. A similar study should be 
made of the structural improvement and farm mar- 
kets. This market analysis will provide a basis for 
flexibility in the emphasis on the seven different 
divisions of a dealer’s business. 

2) A policy of complete coverage of all of the 
various uses of the products distributed by the re- 
tailer should be established. The ultimate use, or 
uses, in consumer terms of every individual inventory 
item should be analyzed and recorded for sales 
development purposes. 

3) There should be a complete sales coverage of 
every type and classification of buyer. In this matter 
the dealer will make certain that no important group 
is overlooked in the sales development program. 

4) A policy of servicing the ultimate consumer 
should be installed. The consumer is concerned with 
uses, not materials, and the structure of the dealer's 
operations should be shaped to deliver the products 
sold in terms of ultimate use of materials as well as 
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in material form itself. 

5) A predetermined price should be developed for 
every package. The consumer wants to know ahead 
of time what the completed unit will cost, including 
all labor and services, as well as materials. It is 
good business to give him what he wants. 

6) It should be the retailer’s policy to deliver the 
completed package built by professionally trained 
construction crews. 

7) The dealer should scoop the field with package 
responsibility. The biggest word in tomorrow’s mer- 
chandising in the building industry will be that word 
RESPONSIBILITY and the merchant who capitalizes 


on this crying need will reap a harvest of preferred ° 


volume. For several years the dealer will probably 
be unable to use the “lower cost” special selling 
appeal in homes, but he will be able to use “better 
values”, “greater efficiency”, “more for the building 
dollar than ever before’, and above all, responsibility. 

8) A policy of partnership and teamwork in the 
local building industry should be established by the 
dealer. Production of building packages is not a 
one institution job—it requires all of the local build- 
ing industry services in one form or another in the 
various packages. The dealer will therefore wisely 
develop a sense of partnership and teamwork between 
his organization and the other factors in the local 
building industry. 

9) The principle of continuously lowering costs 
should be set up as a retailing policy. This means 
more sales and production per unit of manpower 
and lower cost per dollar of sale. 

10) Creative selling should be a fundamental prin- 
ciple. Scientific sales management and thorough 
market coverage by an adequate number of thor- 
oughly trained salesmen, backed by an effective 
promotion plan, are essentials. 

11) The dealer should definitely determine to 
dominate the consumer traffic in terms of people seek- 
ing the products or services of the local building 
industry. They should be made to automatically seek 
the dealer’s establishment first. 

12) A splendid internal policy to establish is to 
have the finest employee organization in the competi- 
tive field. 





ESTABLISHING THESE PRINCIPLES 


The most effective technique in forming a new 
habit is to announce one’s good intentions to the 
world at large. Now is the time to establish the 
retail lumber and building material dealer perma- 
nently in the mind of the public and the industry 
as the local headquarters for merchandising the 
products and services of the building industry. What 
better way could there be to accomplish this than 
for the dealers, individually and collectively, to 
announce to the public and post in their office for 
their employees and all individuals in the community 
to read: “A Post-Victory Service Platform for the 
Lumber and Building Material Dealer’. 
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When global peace makes total reconversion a 
happy reality, the lumber industry faces a 
period of unlimited opportunity. For during 
the stress of war, lumber has proved itself 
in many new fields. Demand to fill these 
new uses and construction needs will be 

the greatest in history. 






This assurance of a bright fature 
makes us doubly eager to finish our 
war job with undiminished effort. Then 
our recently expanded facilities, and rigid 
adherence to quality standards will again 
be completely at your service. And we can 
fill your entire needs for Ponderosa Pine 
Lumber, special lumber products and 


other West Coast Woods. 
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WE SPECIALIZE in Cut 

Stock, Glued-up Stock, Ladder 

Stock—rough and run to pat- 

tern —in fact anything made 
: from Western Lumber. 


a See ee too, we wholesale— 
HEMLOCK 

DOUGLAS FIR 
| SITKA SPRUCE 
% PORT ORFORD CEDAR 
> | 


When making inquiry, please include priority rating and release. 
Address all correspondence to our Kansas City offices. 


RaehL. Smith Lumber 








it 

2 | Manufacturers and Wholesalers 1635 Dierks Bldg., Kansas City, Mo., Victor 4143 
r Member of Western Pine Ass‘n., National Wooden Box Ass’‘n., Ponderosa Pine Woodwork, 

y National-American Wholesale Lumber Ass‘n. 
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WASHINGTON CALENDAR 





Washington still echoes with stories about probable 
modifications of WPB lumber controls, come Victory-in- 
Europe Day. Yes, this page has mentioned these rumors 
before. They’re still more or less in the rumor class, 
though this time the stories are a little better documented. 

The NRLDA and the Construction Industry Advisory 
Group led off with some recommendations; and the Task 
Committee of the Lumber Division is giving these matters 
careful attention. We’re told that several orders, amend- 
ments and directions are in the WPB works. They may 
be issued at any time; possibly before you read these lines. 


Background Materials 


Before we start the stories, there are a couple of factors 
you'll do well to note. - 

First, the top government lumber control officers, so 
we’re told, would like to make a clean sweep of all the 
regulations as soon as the Nazis quit; would do just about 
that if they followed their personal wishes. In fact the 
officials seem ready to go faster and farther in the direction 
of relaxed controls than an astonished industry has 
expected or even wants them to do. Quite a few lumber- 
men who thought they would be happy just to get out from 
under official controls are not quite so sure of it now. 
But that’s another story. The first point is that control 
officials, themselves, look upon the lifting of regulations 
with favor. 

Not all of them agree upon every point. For example, 
there’s L-41. Should it be lifted on V-E Day, or should it 
be continued, say, for three or four months, during the 
transition period? You'll find some disagreement there. 
But it’s clear that the big agency is set to lift as many 
controls as possible; not as few as possible. 

Second, the WPB wants no truck with “spoon feeding 
of the economy.” That phrase comes from an official 
press release. As we understand it, this means that the 
WPB does not propose to reform civilian business or to 
play Providence during the change-back. It doesn’t want 
to decide which company will get civilian-goods raw mate- 
rials or whether a newcomer is to be allowed to enter a 
given production field. The agency takes its name—War 
Production Board—seriously; considers that its sole duty 
is to manage the production of war munitions and that its 
control over civilian business does not extend beyond the 
matter of this munitions production. At present, the WPB 
seems to be guided by two considerations: First, following 
V-E Day, nothing must interfere with the war efforts in 
the Pacific; and, second, subject always to the Pacific war 
needs, the control regulations are to be lifted whenever and 
wherever possible. The theory is that the fewer the 
restrictions the more quickly will reconversion and re- 
employment get going. When it is safe to do so, in relation 
to the war effort, the WPB proposes to get out of the way. 

This attitude has startled and disturbed certain business 
men. They see the disquieting possibility of demand exceed- 
ing supply and of their having to slug it out for scarce 
stock in an uncontrolled market. These things have been 
mentioned before on this page; are repeated because of 
the fact that these prospects are taking on more rather 
than less importance. 


Pending Changes 
Expect the amendments, directions, cancellations and 
new orders to be issued soon. Events move rapidly in 
these days and can change the picture quickly. So bear 
in mind that the following statements are probabilities 
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and not certainties. We’re indebted to Ed Libbey, of the 
NRLDA, for much of this information. 

It is understood that a Direction to L-41 is in the 
making. If issued in its present tentative form it will 
change the basis upon which new construction is judged. 
In general, this rule has been quite rigid. If a proposed 
structure could be found in an allowed list, it could be 
built. Otherwise it was forbidden. Under the proposed 
Direction, the WPB could authorize a building project 
if it clearly did not interfere with the war effort. Every 
lumberman knows of at least one case, during the past 
two or three years, in which L-41 blocked a proposed 
building that could have been put up without the least 
injury to the war effort. This increased discretionary 
power, to be given the agency, is intended to meet situa- 
tions of that kind. 

Well, this is a proposed amendment to L-41. But why 
amend it? Why not repeal it? It has been estimated that, 
if all controls were lifted, the new construction developed 
during the remainder of this year and the first months 
of next year would not require more lumber than will be 
readily available. There might be shortages in certain 
grades and species; but the Lumber Division believes that, 
on over-all measurements, there would be enough lumber 
to meet construction demands. This, you will remember, 
assumes that the European war will end reasonably soon; 
say before the end of this year. Why, then, keep L-4l 
on the books? 


There are at least two arguments in favor of keeping it. 
First, there are certain building materials other than 
lumber that are likely to be in short supply; at least for a 
few months after the European war ends. Construction 
will be limited by these scarce items; and since many of 
these items are scarce because they’re needed in the war 
effort they must necessarily be conserved. The argument 
is that L-41 must be kept in order to divert these a 
materials into the war channels. This is an argument tha 
appeals to the WPB. 


The second argument is like this: Suppose there are 
some collateral items, other than lumber, that are in short 
supply. Suppose, however, that the construction business 
is thrown wide open, with everybody scrambling for this 
limited supply. Here is a contractor who must finance a 
building. With no assurance, by means of ratings or the 
like, that he can get the building materials he needs, he 
probably will have tough going in securing the needed 
loans. But this and similar arguments carry little weight 
with the WPB. These officials repeat that it isn’t their job 
to police or to promote civilan business; save in ways 
already mentioned. They police civilian business when it’s 
engaged directly in war work. They promote its return to 
civilian status, when it is no longer needed in the war 
picture, by the simple process of letting go and getting 
out of the way. 


It should be added that in Washington association offices 


there is the belief that L-41 will be lifted soon after the 


war in Europe ends. We’d say “the day the war in Europe 
ends,” save for one probability. The war isn’t likely to 
end on any definite day. We're told that the German 
high command is disintegrating, along with the German 
industrial system. It isn’t likely that there’ll be any 
person or group whose authority will be recognized and 
who can order a surrender. The war is more likely 
peter out rather than to end in a formal surrender. When 
the country is occupied and the armies are broken up, then 
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the war will be considered at an end; at least for adminis- 
trative purposes. 
How Long a War? 

It’s important to this industry to know, if possible, when 


this will happen. At the moment there’s some pessimism; 
because of the failure to flank the line in Holland. This 
page claims no inside military information. But certain 
people who have been right more often than wrong tell us 
the chances that the war will end this year are still good. 
They mention December first. Give this estimate whatever 
weight you wish; but it isn’t smart for any of us not to 


know what we’d need to do if the European war ended 
within six weeks. 


New Rating Structure? 

The belief in Washington is that a new priorities regula- 
tion is about due. Something like this: 

1. Repeal of many lettered orders. There are about 
500 orders; though these of course cover all industries. 
It is predicted that about 350 will be repealed on the 
effective date of the new priorities regulation. Wash- 
ington leaders of this industry expect L-41 to be among 
those repealed. The remaining 150 will be greatly 
simplified. 

2. A revised rating system with but one rating: “MM”. 
This will be used for military procurement and for other 
requirements of equal urgency. It is suggested that the 
AAA rating will be continued and used to break military 
production bottlenecks. In any event it seems probable 
that this much simplified rating system will not be avail- 
able for purely civilian goods production. 

3. The Controlled Materials Plan will be discontinued. 

4. There will be a so-called “run-out period” of three 
or four months in which the old ratings will operate on a 
limited basis. 

It’s reasonable and prudent to repeat part of the warning 
issued by J. A. Krug, Chairman of the WPB, in regard 
to these changes. “A lot of persons know part of the 
detail,” he said, “but nobody, not even the chairman of 
the Task Committee, knows all of it, and won’t until the 
final draft is finished and signed. . . The basic principles 
are well known and have been stated often. The details 
of how we are to carry out these principles are still in 
process of development.” 


Post-War Exports 

Some weeks ago this journal printed a cautious estimate 
of probable lumber exports after the war. It had to be 
cautious; because much of the necessary information had 
not been assembled, and some of it was not even in 
existence. Several agencies, in the industry and in the 
government, were working on the problem. 

There were lumbermen who feared the post-war lumber 
exports would be so large the domestic market would 
suffer. Reports come back about the destruction of 
housing in Europe; and the lumber needed to replace these 
units mounts into big figures. 

No one professed to know these figures. The FEA said 
the matter of needs was being explored carefully. Even 
after the needs were known the actual exports would still 
have to be determined. 

This page passes on the following statements without 
vouching for their accuracy. They’ve been told us by men 
who claimed to know. First, the State Department, under 
certain circumstances, can refuse permission to export 
goods to certain countries or persons; but the State 
Department has no authority to compel any U. S. citizen 
to sell and ship goods to any foreign country or person. 
Subject to this negative control by the government, most 
export sales are private transactions arrived at in the 
usual ways. Second, the government can manage exports 
through corporations or quasi-corporations; just as it 
managed Lend-Lease. But these things are under direct 
or indirect control of Congress. For example, Lend-Lease 
depended upon Congressional appropriations; and, if it is 
continued, it will be done through Congressional action. If 
this technical information is correct, it means that much 
export business will consist of private transactions; and 
that much of the remainder that is managed by public 
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agencies will be under control of Congress. At the present 
time Congress is in no mood to favor foreigners at the 
expense of our own citizens. 

The rough estimates given to this journal some weeks 
ago, by agencies of our own industry, by consular officers 
and by the FEA, agreed pretty well. They put U. S. lumber 
production after the war at 35 billion feet per year. They 
estimated exports at 10 percent, or 3% billion feet. That, 
as we understand it, is a larger percentage than was 
exported in the year or two prior to our entry into the 
war; but it is generally held to be a proper figure. Less 
than that amount would unbalance international trade, 
upon which the lumber industry like all other industries 
must depend indirectly. More than that amount might 
well starve the U. S. markets. 

Since these figures were put forward cautiously, they 
failed to convince some skeptical lumbermen. ~ 

The investigations of the foreign market continue; but, 
so far, the preliminary estimates have not been much if 
any changed. This page, at the moment of writing, has 
before it a tabulated list of estimates, broken down by 
countries. These are not official, since they’re preliminary 
estimates. But you may be interested in the totals. 
Thirteen exporting ‘countries, not including the United 
States, are expected to have an export surplus in 1945 
amounting to 7,370,000,000 feet. The-importing countries 
have defensible requirements—and by “defensible” we 
mean what they actually need and not merely what 
they’d like to have—amounting to 10,950,000,000 feet. 
The difference, amounting to 3,580,000,000 feet, would be 
the amount expected from the U. S. One Washington 
leader of the manufacturing wing of the industry said to 
this page: “Five’ll get you twenty that this country 
doesn’t export more than 3% billion feet a year during 
the next five years.” 

Incidentally, there’s a story pretty straight from the 
cook house that Mr. Boyd has gone or soon will go to 
Europe to take a personal look at these post-war lumber 
needs. 

You’ve probably seen some releases, in which official 
agencies offer to protect your interests as consumers. We 
have one on the writing table now that contains the 
promise to watch tendencies toward exporting goods at 
the expense of essential home needs. It’s just as well to 
remember that such promises don’t mean anything unless 
and until the agency is implemented with special authority 
by Congress to exercise this control. If you’re worried 
about any aspect of international trade and think it ought 
to be controlled, better get straight to Congress about it. 


Forest Fires 

Forest Service warns of special danger from fires this 
year, because of unusually dry weather in many forest 
areas. This makes for a tough problem in those areas 
where there are big game surpluses. These surpluses 
should be harvested; but fire dangers are so serious that it 
may be necessary to close the forests to hunters, unless 
special precautions against fire are taken. 

War-time logging has left an immense amount of slash 
in the forests, thus increasing the hazards. California is 
said to be having one of the worst forest-fire seasons in 
its history. 


Douglas Fir Committees 

OPA has announced appointment of two standing sub- 
committees of the Douglas Fir Pole and Piling Industry 
Advisory Committee. 

The first, consisting of J. Vander Laan, Vander Laan 
Piling & Lumber Co., San Francisco; Lester D. Brown, 
W. R. & C. H. Brown Co., Bridgeville, Calif.; and J. S. 


- Quinn, Pope & Talbot, Inc., San Francisco, will deal with 


the pricing of ponderosa pine poles and piling. The second, 
consisting of R. C. Johnson, Koppers Co., Denver; M. H. 
Sperry, Valentine Clark Corp., St. Paul; W. S. Broderick, 
Western Paving Construction Co., Denver; George T. 
Kearns, George Kearns Timber Co., Denver; and W. E. 
Doan, Forest Products Treating Co., Portland, Oreg., will 
deal with pricing of lodgepole pine poles. Peter A Stone, 
of the Lumber Branch, presided at the organization 
meetings. 
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Assureh Dealer Profits Today / 


WITH FAST-SELLING No waiting for these products to develop at some time in the 


“pevailalle-Tou" 


MATERIALS are sales for today—your best insurance for postwar prosperity. 


The 








STONEWALL TITE-ON SHINGLES 


asbestos-cement board The windproof, colorful, fire-resisting, 
durable asphalt shingles that “stay put” 
rotproof, needs no painting. on any roof. 


The fireproof, 
of 1001 uses. Weatherproof, ratproof, 








dim future! With four outstanding building materials, Ruberoid 
dealers are getting their share of essential construction and re- 
pairs now going on in the farm, home and industrial fields. Here 
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RUBEROID Co. Executive Offices: 500 Fifth Avenue, New York 18, N. Y. 





RUBEROID 
BRIK-STRIP SIDING 


A low-cost, fire-resistant siding in a 
handsome brick design. Saves on paint- 
ing and sidewall repairs. 
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RUBEROID 
ASBESTOS-CEMENT SIDING 


The famous fireproof siding that trans- 
forms old, weatherworn sidewalls. It’s 
durable, practical, economical. 
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ASPHALT AND ASBESTOS BUILDING MATERIALS ¢ INSULATION AND INDUSTRIAL SPECIALTIES 


GEG.U.S. PAT.OFF. 
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Postwar Planning Fall Meeting 
of Southern Pine Association 

H. C. Berckes, secretary-manager 
of the Southern Pine Association, has 
announced a postwar planning Fall 
meeting of subscribers, directors, and 
committees in New Orleans on Oct. 
25-26. Sessions will be held at the 
Roosevelt Hotel and will be devoted 
to committee meetings out of which 
will come reports and recommenda- 
tions to the board of directors on 
Oct. 26. “Because indications are fav- 
orable for the end of the European 
war in the not-too-distant future,” 
said Mr. Berckes, “our manufactur- 
ers are practically unanimous in their 
feeling that now is the time to meet 
and formulate ideas and chart the 
future course of the association.” 
Special emphasis will be given to for- 
estry, mechanical efficiency, trade pro- 
motion, and public relations, and man- 
ufacturers from every southern pro- 
ducing State are expected to be in at- 
tendance. 

Mr. Berckes also announced that 
simultaneously with the association 
meeting there would be an executive 
session of the Southern Pine War 
Committee — the industry agency 
which has co-operated with the Fed- 
eral Government and military on all 
matters relating to lumber produc- 
tion and procurement for war. 


Vermont Retailers Hold Annual 


The Vermont Retail Lumber Deal- 
ers’ Association held its fourteenth 
annual meeting at the Prospect 
House, Lake Bomoseen, Vt., on Tues- 
day, Sept. 5. President Charles C. 
Frost, Woodstock, presided at the 
business session, which opened at 
2 p. m. 

Following the reports of Treasurer 
Nate Flint and President Frost, Nor- 
man P. Mason, a member of the ex- 
ecutive committee of the National Re- 
tail Lumber Dealers’ Association, told 
of the important work that organiza- 
tion is doing for retail lumber deal- 
ers generally. 

R. W. Holt, field secretary of the 
Northeastern Retail Lumbermen’s As- 
sociation, told of the value of that 
association’s collection service, and 
the operation of the Home Planners 
Institute was described by James F. 
Luby, another field secretary of 
Northeastern. 

After a discussion of L-335 by Mr. 
Cushman, WPB Lumber Advisor for 
Vermont, Paul S. Collier, secretary- 
manager of the Northeastern retail- 
ers, used charts to further elucidate 
the order. 

Officers were re-elected as follows: 
President—Charles C. Frost, Wood- 


62 


stock; vice president—J. Harold 
Stacey, Windsor; secretary-treasurer 
—Nathan W. Flint, Barre. 

A banquet, at which J. Harold 
Stacey acted as toastmaster, con- 
cluded the meeting. 





Harold K. Dilley, re- 
cently elected sec- 
retary of the New 
Jersey Lumbermen's 
Association, Newark, 
N. J., and Miss 
Leonie Doctor, as- 
sistant secretary, 


who carried on fol- 
lowing the death on 
Aug. || of the for- 
mer secretary, G. 


Edward DeNike, un- 


til Mr. Dilley as- 
sumed his new 
duties on Oct. |. 








National Wholesale Distributing 
Yards Hold Annual 


The National Wholesale Lumber 
Distributing Yards Association held 
its annual meeting at the LaSalle Ho- 
tel in Chicago on Tuesday, Sept. 26 
and re-elected its officers as follows: 
President—D. Carlysle MacLea, Mac- 
Lea Lumber Co., Baltimore, Md.; first 
vice president—D. J. Cahill, Western 
Hardwood Lumber Co., Los Angeles, 
Calif.; second vice-president—Fred G. 
Christmann, Christmann Veneer & 
Lumber Co., St. Louis, Mo.; and sec- 
retary-treasurer—J. Jackson Kidd, Jr., 
Kidd & Buckingham Lumber Co., 
Baltimore, Md. 


Montgomery Lumbermen 
Organize 


The Montgomery (Ala.) Lumber- 
men’s Club held its initial meeting on 
Sept. 19 at the Jefferson Davis Hotel 
with seventeen charter members pres- 
ent and elected S. A. Douglas, W. F. 
Bradley Lumber Co., president; Jim 
Gorrie, Gorrie Lumber Co., vice pres- 
ident; and J. P. Moyer, J. P. Moyer 
Lumber Co., secretary. 

At a meeting on Sept. 25, four new 
members were added and committees 
were appointed. A roundtable discus- 
sion on Order L-335 highlighted the 
meeting. 

All lumbermen — manufacturers, 
wholesalers, retailers, consumers— 





within a radius of fifty miles of Mont- 
gomery are eligible for membership, 
and the group expects to increase its 
membership to an attendance of thirty 
to forty at each meeting. Meetings 
will be held on the second and fourth 
Mondays of each month and many in- 
teresting programs have been sched- 
uled for the coming winter. 

J. P. Moyer, secretary, announced 
meetings for Oct. 9 and Oct. 23 at 
12:30 p. m. at the Jefferson Davis 
Hotel and on behalf of the club ex- 
tended an invitation to all visiting 
lumbermen who are in Montgomery 
on any future meeting dates, to at- 
tend the meetings. 


Retail Dealers of Maryland 
Organize 


The Retail Lumber Dealers’ Asso- 
ciation of Maryland was organized at 
a meeting in the Lord Baltimore Ho- 
tel, Baltimore, Md., on the evening of 
Sept. 25. About forty of the neigh- 
borhood yardmen were present and 
felt that such an organization could 
accomplish much good for the trade, 
especially when postwar adjustment 
problems come up. Following various 
addresses, officers were elected as fol- 
lows: 

President — Albert H. League, 
League Lumber Co.; vice president— 
Sol C. Bishow, Capitol Lumber Co.; 
treasurer— Harry Krager, Krager 
Millwork & Lumber Co., and secretary 
—Lee J. Etelson, Lee Lumber & 
Supply Co. 


West Side Hardwood Ciub 


In addition to the usual squirrel 
dinner and election of officers for the 
ensuing year, the big feature of the 
annual meeting of the West Side 
Hardwood Club at the Pines Hotel, 
Pine Bluff, Ark., on Thursday, Oct. 
19, will be the celebration of the club’s 
twentieth anniversary. Secretary O. 
S. Robinson announces that the com- 
mittee in charge of arrangements 
promises added attractions to fittingly 
celebrate such an important occasion. 


Carolina-Virginia Club 


The Carolina-Virginia Lumbermen’s 
Club met in the ballroom of the Sir 
Walter Hotel in Raleigh, N. C., on 
Sept. 12. President T. B. Bledsoe 
called the meeting together at 3 p. m. 
and, following routine and association 
business, Colin G. Spencer suggested 
that a legislative committee to pre- 
sent the club’s view to State and Fed- 
eral governments with reference to 
proposed laws affecting the lumber in- 
dustry in the Carolinas and Virginia, 
be appointed. Mr. Spencer was ap- 
pointed general chairman and the 
committee will co-operate with the 
National committee now existing and 
report their findings to the officers of 
the club. 

Direction 8(a) of Order L-335 was 
explained by H. E. Bates, Lumber Ad- 
visor to WPB in that territory, and 


October 14, 1944, AMERICAN LUMBERMAN 











BE 4 
wt 
FO 


SY MB TRE 


Rte 


Plar 


sho 


Now ay 
for esse 
ing Di 
Doors y 
again 
needs | 


AMEI 




















AN y AA \ 
AY 
MK 
\ \\ f 
\ \ 


AN 



















































ue, enree 
at— any standard: 
Co.; : x10 cond : 
ger Poors may ne puyer Ss OF elow) - panel 
~~ ways: t eactti-rit ced in basi purpose 
, ° or re) e we, a ki pes 
Prefit “4008S are O' etractl to all ty 
ese dern hem 4. range 
Meiers nich adapt ern el 
gesiens we and eve t 
rrel puildin’ 
of 
the of sale: 
Side | 
otel, 


oct. | Pian new to feature these improved Douglas Fir Doors. Write for catalog | 
ub’s 


<tiL. owing Interior Doors, Tru-Fit Entrance Doors, and new specialty items. 


-om- 














ents ® 
ngly 
en’s PRECISION - MADE 
Sir DOUGLAS FIR DOORS 
» on J FACTRI-FIT doors arc 
dsoe Check these features, all available on order. pre-fit at the mill 
» m. The slight additional cost is more than off- attaas 4 tab. witha 
ition set by savings on the job. Rowile Ge fitting 
sted 
pre- 
Fed- 
e to 
r in- 


iad & 
"aD. Dou las Fir 
ap- Now available only oO | 


the for essential build- 





and Doors will be ready 
's of again when war 
needs lessen. 
was FIR DOOR INSTITUTE 
~ Tacoma 2, Washington 


AMERICAN LUMBERMAN, October 14, 1044 








Joe W. McLaney, vice president of the 
Carolina-Virginia club, led the round- 
table discussion which followed. 

James E. Coad, Coordinator War 
Industries Activities, State of North 
Carolina, substituted for J. T. Ryan 
who had been called to Washington. 
Mr. Coad gave an interesting and edu- 
cational talk, in which he emphasized 
the importance of the South’s lum- 
ber industry. 

C. T. “Bill” Parsons, managing edi- 
tor of the Southern Lumber Journal, 
brought greetings from Bend Wand, 
editor, who is recovering from an ill- 
ness. 


Plans for Annual of Northern 
Californians 

A three-session program has been 
prepared for the fifth annual meeting 
of the Lumber Merchants’ Association 
of Northern California, which is to be 
held all day Friday, Oct. 20, at the 
Palace Hotel, San Francisco. 

Proceedings will start with a mem- 
bership meeting beginning at 10 a.m., 
feature of which will be the election 
of officers and a board of directors. 

A luncheon meeting at noon will 
feature two speakers: Larry Smith, 
who is scheduled to discuss the Pa- 
cific war; and John K. Chapel, who 
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will talk on the European phase of the 
war. Both speakers are scheduled to 
include in their addresses pertinent 
comment on the economic situations 
in the areas under discussion. 

A general business meeting will be 
held in the afternoon. At 6:30 p.m., 
Dr. George C. Benson, president, 
Harding College, Searcy, Ark., will 
deliver an inspirational talk on “The 
American Way of Life.” ‘ 


Memphis Lumbermen in 
Annual Tournament 


John T. Silk, Memphis retail lum- 
berman, was crowned champion of the 
Lumbermen’s Golf Association of 
Memphis after he had turned in a low 
score of 78 in the annual tournament 
over the Colonial Country Club links 
on Oct. 5. Mr. Silk was awarded the 
president’s cup, as well as a handsome 
highball set. Evan L. Fellman, E. L. 
Bruce Co., was runner-up with an 81. 

More than 130 golfers participated 
in the day’s play. Seventy-five hand- 
some trophies were awarded at a ban- 
quet in the evening presided over by 
Al DeMontcourt, president of the as- 
sociation. 

The association’s members stood in 
silent prayer to the memory of Keith 
Spurrier, past president, who died 
Sept. 16. 

J. Staley Williford, Bellgrade Lum- 
ber Co., Memphis, was elected presi- 
dent of the association for 1944-45; 
E. C. Blackstone, Memphis, vice pres- 
ident, and Harry A. Darneili was 
named secretary-treasurer for the 
twelfth consecutive year. 


(Continued on page 72) 


Scheduled Meetings 


Oct. 17—Southeastern Hardwood Manu- 
facturers’ Club, Seminole Hotel, Jack- 
sonville, Fla. Quarterly meeting. 

Oct. 19—Northwest Missouri Retail 
Lumbermen’s Association, Hotel Robi- 
doux, St. Joseph, Mo. Annual fall 
meeting. 

Oct. 19—West Side Hardwood Club, 
Pines Hotel, Pine Bluff, Ark. Annual. 

Oct. 20—Lumber Merchants Association 
of Northern California, Palace Hotel, 
San Francisco. Annual. 

Oct. 25-26—Southern Pine Association, 
Roosevelt Hotel, New Orleans, La. 
Postwar planning fall meeting of 
subscribers, directors, and commit- 
tees and executive meeting of the 
Southern Pine War Committee. 

Oct. 25-26-27-28—National Retail Lum- 
ber Dealers’ Association, Mayflower 
Hotel, Akron, Ohio. Open meeting on 
the 27th; committee meetings on the 
25th and 26th; directors’ meeting on 
the 28th. 

Nov. 17—Retail Lumber Dealers Asso- 
ciation of Maine, Bangor House, Ban- 
gor, Maine. Twelfth annual. 

Oct. 19—West Side Hardwood Club, 
Pines Hotel, Pine Bluff, Ark. Twen- 
tieth annual. 

Nov. 24—Retail Lumber Dealers’ Asso- 
‘ciation of Maine, Bangor House, Ban- 
gor, Maine. Twelfth annual meeting. 

Dec. 11-13—National Lumber Manufac- 
turers’ Association, American Forest 
Products Industries, Inc., and Timber 
Engineering Co.; Blackstone Hotel, 
Chicago. Annual meetings. 

Dec. 16—Nylta Club, Hotel Belmont- 
Plaza, 48th & Lexington Ave., New 
York City. Annual Christmas party. 
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D. C. MacLeo 


men heard a distinguished com- 

pany of speakers at their 47th 
Annual Convention in Chicago, Sept. 
28th and 29th. J. Philip Boyd, head 
of the Lbr. & Lbr. Prod. branch of the 
WPB gave them a pretty accurate 
idea of what can be expected regard- 
ing the future of lumber controls and 
markets. Excerpts from his message 
are published elsewhere on this page. 
Dr. A. J. Stamm, of the Forest Prod- 
ucts Laboratory and Dr. Harold G. 
Moulton, president of Brookings Insti- 
tute were other headliners on the 
business end of the program. Carroll 
Binder, foreign editor of the Chicago 
Daily News drew upon his experience 
and sources of information to give an 
insight into the present military situa- 
tion in Europe, and the probable dura- 
tion of those hostilities. 

Association President Abbott M. 
Fox was in the chair to introduce first 
a patriotic program featuring a group 
of Marine heroes returned from the 
fighting fronts. Carroll Binder’s ad- 
dress followed to close the morning 
session. 

Mr. Boyd was the first speaker in 
the afternoon followed by a discussion 
group composed of Don Campbell on 
L-335; Ben R. Ellis on Manpower; 
W. J. LeClair, editor of Timber of 
Canada; speaking on Lumber Condi- 
tions in Canada; Peter A. Stone on 
Price Control; M. W. Stark on The 
Truck Body Program; and Lt. Comdr. 
W. W. Kellogg on Procurement. 

During the afternoon Dr. Moulton 
ventured the information that control 
of the elements of costs, plus ration- 
ing have been the factors which have 
limited inflation. Present wage in- 
crease demands threaten this entire 
structure. For the postwar period he 
predicts that even though wages may 
be up, raw material prices will be 
down, 

Dr. Stamm delivered a most en- 
lightening exposition of some of the 
developments at Forest Products Lab- 
oratory, Madison, Wis., in a style easy 
for those without scientific training to 
comprehend. The gist of his com- 
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Aardwood 


Lumbermen Hold 


K7th Annual 


Hear Future of Lumber Orders, 
Review Technical Developments-- 


D. C. MacLea is New President 


ments will appear in future issues of 
the AMERICAN LUMBERMAN. Dr. 
J. F. T. Berliner of duPont presented 
a graphic demonstration of some of 
the properties of “Transmuted Wood”, 
a Forest Products Laboratory discov- 
ery being developed commercially by 
duPont. Complete details about this 
product may be found in the Sept. 16 
AMERICAN LUMBERMAN. 

C. A. Rishell of American Forest 
Products Industries was candid in his 
recommendations concerning postwar 
sales and markets for lumber. He 
indicated that research should go be- 
yond product development and concern 





HE MOST probable course of 
action concerning lumber con- 
trols is a continuous and gradual 

relaxation of the orders prior to V- 
day, and an immediate and more 
drastic relaxation of them after V-day, 
according to J. Philip Boyd, chief of 
the Lbr. & Lbr. Prod. division of the 
WPB. Mr. Boyd voiced these views 
in an address to the National Hard- 


_ wood Lumber Assn., meeting at Chi- 


cago’s LaSalle Hotel Sept. 28 and 29. 
It is expected that L-41 will be greatly 





itself with markets as well. 
be determined which markets are not 
worth saving for the lumber business, 
and which markets are most critical 
competitively, so that most effort can 


It should 


be concentrated there. Cost reduction 
is important too and should be accom- 
plished by better use of by-products 
and substitution of manufacturing 
processes, as the product is improved, 
rather than addition of processes. 
The chief of the lumber unit of the 
U. S. Bureau of Commerce, J. L. 
Muller, commented on the prospects 
of the export trade after the war. He 
pointed out that Europe imported 
1,200,000,000 feet of hardwood in 1937 
and predicted that immediate postwar 
demands will be at least double that 
figure. However, untapped forests in 
other parts of the world will be stiff 
competition to American lumbermen. 
The U. S.’s greatest hardwood export 
year sent only % billion feet overseas. 
A business meeting filled the after- 
noon session. Rapid turnover, small 
inventories and correlation of ship- 
ments and production was stated as 
the future creed of hardwood lumber- 
men, by President Fox. Mr. Fox was 
presented with a testimonial plaque 
upon his retirement from the presi- 
dency of the association, honoring him 
for the work he has done in that office. 
D. C. MacLea, MacLea Lumber Co., 
Baltimore, Md., a vice-president of the 
association, was elected to succeed 
Abbott M. Fox of Iron Mountain, 


(Continued on page 70) 


Future of 


Lumber Controls 


relaxed at the end of hostilities, and 
lumber will be allowed to flow into 
more general civilian construction, in- 
cluding home building. 

Pre-supposing the end of the Ger- 
man war by Thanksgiving (which 
until recent military developments 
was a widely accepted supposition), 
there will be considerable confusion 
in industry for about 90 days no mat- 
ter how carefully the transition is 
planned. A considerable turnover in 
order files may be expected. Many 
existing orders will be cancelled— 
many new ones will take their places. 
With the winter months coming on 
there will be no immediate rush to 
home building until Spring, but dur- 
ing the Spring months the real home 
building boom will begin. High costs 
will be the only deterrent, and with 
the public in its present state of mind, 
prices will not prove to be much of a 
brake on building. 

Facts presented to the softwood and 
hardwood advisory committees com- 
posed of representative lumbermen, 
led those groups to agree that L-335 
cannot be completely dispensed with 

(Continued on page 70) 
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WHEN the walls give way to windows. . . when windows 
perform the function of walls... when WINDOWALLS find 
their proper spot under the inspired direction of the modern 
architect, then the pattern of outdoor beauty completes the 
design of the home and its colorful furnishings. 

_ Yet with all their power to bring beauty into the home, 
PR WINDOWALLS serve in two other faithful and essential roles: } goog 8 
first, tosupply fresh air in seasons of warmth; second, to act as 
weathertight barriers against the tantrums of the weather. / } ‘ 

WINDOWALLS in this Clifton, New Jersey, home, de- 4 j Lg 

signed by Karl K. Loven, architect, are Andersen Casement F j 4 
Window Units. Consult Sweet’s Catalog or write Andersen. tf ’ 
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Hardwood Meeting 
(Continued from page 67) 











Mich. as president. George H. Hen- 
derson, Angelina Hardwood Co., Luf- 
kin, Tex., and F. W. Hutcheson, 
Muskoka Wood Mfg. Co., Huntsville, 
‘Ont. retained their vice-presidencies 
and James C. Walsh, Upham & Walsh, 
Chicago was added to those in that 
capacity. 

Additions to the Board of Directors 
to fill vacancies were elected as fol- 
lows (for one year) Abbott M. Fox; 
A. J. Bailey, Toronto; H. F. Gill, Mon- 
treal; (for two years) H. L. Gray, 
Rainelle, W. Va. All directors whose 
three year term expired this year 
were re-elected for another three 
years. 





Boyd's Speech 


(Continued from page 67) 








at the end of hostilities with Germany. 
It is possible that it might be if 
answers can be found to a number 
of determining factors. 

These will include such problems as 
what priority system will be needed 
for the Pacific war? If it is an overall 
military ban will lend-lease be in- 
cluded in it? Will rehabilitation lum- 
ber be included in the military ban 
and will it be lend-lease or will it be 
paid in cash? What about the amount 
of lumber needed for this purpose and 
what will be the delivery time? (Esti- 
mates vary from three billion feet per 
year to six billion feet in three 
months). What about occupation 
troops and their billeting when war 
ends? Will they live off the country 
or will the army ship lumber to them 
to build barracks? 

What about French, Russian and 
Swedish forests—what is their condi- 
tion—can they supply the lumber 
needed for rehabilitation? How about 
the availability of shipping space when 
European hostilities cease? How much 
crating material will it take to move 
munitions from the European theater 
to the Pacific fighting fronts? What 
about Chinese needs for lumber? 
What will the promised cut-back in 
munitions production mean in the 
form of cut-backs in the lumber in- 
dustry ? 

L-335 has had two months of actual 
trial by the industry. Since it has 
been invoked military requirements 
are being met more easily, and those 
needs are no less than they were 
before L-335. The legitimate consum- 
er’s position has been improved con- 
siderably by the order. 

Theoretically L-335 equalized the 
intensity of restrictions on the con- 
sumer, producer and distributor. Prior 
to it, WPB always imposed upon the 
producer when needs became acute. 
L-335 was an outgrowth of increased 
problems in the distribution end of 
the business. 
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High Court Decisions 
Involving Lumber 


INSUFFICIENT FUNDS 


Generally speaking, all persons who give in payment for lumber 
checks drawn on a bank in which there is insufficient funds to pay 


the check are liable for prosecution. 


This is well known law. But 


it is not generally known that if the lumber dealer knows, when he 
accepts the check, that it cannot be cashed immediately the payor 
cannot be convicted for failure to deposit funds with which to pay 


the check. 


For illustration, in People v. Will, 46 N. E. (2d) 498, reported 
February, 1943, it was disclosed that a person purchased a quantity 
of lumber from a retail dealer and gave him a check upon a bank 
which refused payment because the payor had insufficient funds. 
As a result of the transaction the purchaser was convicted of vio- 


lating a state law. 


He appealed to the higher court and proved that 


when he gave the check to the lumber company he informed an 
official that he had insufficient funds in the drawee bank to meet 
check and the official agreed to hold it for 30 days until a deposit 


was made. 
the conviction and said: 


In view of this testimony the higher court reversed 


“The presumption of the defendant’s ‘intent to defraud’ was re- 
butted when competent evidence was introduced which was proof 
that, with knowledge that there was insufficient funds in the drawee 
bank to meet the check, the seller agreed to hold the check for 


thirty days.” 


Forestry College Conference on 
Developments in Wood 


Draws Crowd 


More than 500 attended a confer- 
ence devoted to study of “New Devel- 
opments in Wood Products” at New 
York State College of Forestry at 
Syracuse University, Oct. 6 and 7. 
It was probably the best attended, 
most well organized conference of its 
kind ever to be held. Direction was 
under Dr. J. S. Illick, acting dean of 
the college. 

The welcome was extended by W. P. 
Tolley, chancellor of the university. 
E. C. Jahn, professor of forest chem- 
istry discussed Wartime Wood Prod- 
ucts in Sweden, where he has spent 
many months studying that situation. 
Dr. J. F. T. Berliner of duPont deliv- 
ered his talk on Methylolurea Treated 
Wood. Recent Developments in Fire- 
resistant Treatment of Wood was dis- 
cussed by F. A. Hartman, vice-presi- 
dent of Protexol Corp., Kenilworth, 
N. J. 

P. D. Zottu of Girdler Corp. ex- 
plained applications of Radio Fre- 
quency Heat to Wood Drying and 
Lamination, and W. F. Leicester presi- 
dent of Casein Co., N. Y. C., gave a 
factual account of the Influence of 
Modern Glues on the Utilization of 
Wood. Synthetic Resin Laminating 
for Marine Use was the subject of an 
address by C. D. Desker, vice presi- 
dent of Gambel Bros., Louisville, Ky. 
This was the agenda of the morning 


and afternoon sessions of the Friday 
meetings. The banquet that evening 
at the Syracuse hotel featured an ad- 
dress by G. W. Trayer, chief of the 
Division of Forest Products, U. S. 
Forest Service and one by Dean Illick 
concerning the future of Forest Edu- 
cation. Senator Walters of New York 
State, the last survivor of the group 
of men who were instrumental in 
founding the forestry college was also 
on the banquet program. 

Saturday morning’s session opened 
with an address on Recent Develop- 
ments in Cellulose and Lignin Plas- 
tics by Dr. Floyd C. Peterson of Dow 
Chemical Co., Midland, Mich. He was 
followed by Lyman Beeman, general 
manager of St. Regis Paper Co., 
NYC speaking on New Developments 
in Pulp and Paper Products. M. P. 
Catherwood of the New York Dept. of 
Commerce closed the session with a 
talk on the Outlook for Wood-using 
Industries in New York State. A tour 
of the Forestry College’s paper mill, 
its experimental dry kilns, portable 
sawmill and other wood testing labo- 
ratories followed. 

In the afternoon a number of 

the conference-goers were conducted 
through the College’s forest experi- 
ment station several miles from the 
campus. 
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Koh foom the Ghacrnd boa... 


FLINTKOTE BUILDING MATERIALS 


EW materials, many of them 

untried ... improved products 

-.. progressive design... advanced 

building methods... these are a few 

of the factors that will characterize 
Post-war construction, 

With many newcomers in the 


field, it will be necessary to weigh 
relative merits and choose carefully 
among the building materials of- 
fered for sale. 

With its program of continuous 
product improvement, Flintkote 
brings to every product, bearing its 


name, the dependability and quality 
behind more than 40 years’ leader- 
ship in the development and manu- 
facture of building materials... 
materials that make American homes 
safer, more economical, more com- 
fortable...righ¢ from the ground up. 


THE FLINTKOTE COMPANY .- 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


ATLANTA « BOSTON * CHICAGO HEIGHTS ¢ DETROIT « EAST RUTHERFORD « LOS ANGELES « NEW ORLEANS « WACO ¢ WASHINGTON 
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Mystic Knights of the 
Blue Ox Meet 


A score of Mystic Knights of the 
Blue Ox and their guests met in the 
rustic log cabin in Hubbard Park in 
the Village of Shorewood along the 
banks of the Milwaukee River on 
Tuesday night, Sept. 26. 
“feed” 


It was the 


first annual and “log-less 
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rolleo” of the group, which was 
founded in Bayfield, Wis., in 1934 for 
the purpose of perpetuating the leg- 
endry and folklore of the hero of 
American lumberjacks, Paul Bunyan, 
and his Blue Ox, and the tradition 
thereto; and to encourage the estab- 
lishing of Paul Bunyan museums 
throughout the nation. 

Louis Pierron, who was 74 on Sept. 
23, was guest of honor and made the 
six-mile trip from his home on Pier- 
ron’s Island in the Milwaukee River 
to Hubbard Lodge by duck boat in 
three and a half hours, portaging 
three times. With him he brought the 
royal ox head, which he presented to 
Louis A. Maier, president of the na- 
tional and Milwaukee organizations. 
John W. Warnken, who is 69, was to 
act as Pierron’s “bodyguard,” fol- 
lowing the river on his bicycle. But 
somehow, with the portages and 
snags, the two didn’t meet until they 
almost reached the log cabin. 

Following lunch, appropriate mu- 
sic, the swapping of tall tales, and 
the retelling of some favorite legends 
about Paul Bunyan, patron saint of 
the Mystic Knights, technicolor sound 
movies on timber conservation were 
shown through the combined cour- 
tesies of the U. S. Forest Service and 
the Milwaukee Public Library. 

Louis A. Maier was master of cere- 
monies and exhibited a sketch of a 
proposed memorial to Amaza Bigelow, 
who in 1835 established the first saw- 
mill in Milwaukee County. The me- 
morial would be set up by the Blue 
Ox society and the Milwaukee County 
Historical Society. 


Honored 


Mark Alexander, M. S. Alexander 
Lumber Co., Owatonna, Minn., presi- 
dent of Northwestern Lumbermen’s 
Association which covers Minnesota, 
Iowa, North Dakota, and South Da- 
kota, has been elected by the board of 
directors as dealer-director and rep- 
resentative to the board of directors 
of the National Retail Lumber Deal- 
ers’ Association. This appointment 
and honor have been conferred upon 
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Mr. Alexander because of his fine ac- 
complishments as president of ‘the 
Northwestern association, which has 
headquarters in Minneapolis, Minn. 


Northern Hemlock & Hardwood 
Manufacturers 

The Northern Hemlock & Hard- 
wood Manufacturers Association will 
hold an association meeting in Mil- 
waukee some time the end of this 
month to plan postwar activities. 


Cincinnati Golfers Celebrate 
Silver Anniversary 

The Cincinnati Lumbermen’s Golf 
Association celebrated its twenty-fifth 
anniversary at the Clovernook Coun- 
try Club, Cincinnati, on Tuesday, Sept. 
26. Included in the attendance of 75 
were guests from all parts of the 
country. 

The feature of the day, 36 holes, 
was won by George Greiwe with a 
gross of 148, followed by W. J. Ger- 
hardt with 156 and Ferd Critchell 
with 160. 

Newly elected officers for the com- 
ing year are: President—Dave Willey; 
vice president—Harold Riemeier; sec- 
retary-treasurer—Sam Piates. 








E. B. (Ted) Lem- 
mons réported a 60 
percent increase in 
membership of the 
Mississippi Retail 
Lumber Dealers’ As- 
sociation during the 
last six months at a 
recent meeting of 
the directors and 
executive committee. 
Headquarters of the 
association are in 
the Deposit Guar- 
anty Building, Jack- 
son, Miss. 











Indiana Retailers Will Hold 
Housing Research Institute 


The Indiana Lumber & Builders’ 
Supply Association has announced a 
Housing Research, Construction and 
Building Products Institute to be held 
Nov. 15, 16, and 17, at Purdue Univer- 
sity, in co-operation with the Uni- 
versity. 

Following registration and the offi- 
cial welcome, an illustrated discus- 
sion by Prof. E. W. Stark on “Why 
Softwoods and Hardwoods Are Dif- 
ferent” will open the session on 
Wednesday at 9:45 a. m. 

Prof. I. D. Mayer will explain “Good 
and Poor Building Construction Prin- 
ciples with Special Emphasis on Farm 
Structures” at 1 p. m., followed by 
“Housing Research—Its Benefits to 
the Lumber and Material Dealers” by 
Carl F. Boester, housing research ex- 
ecutive. 

The Nov. 16 sessions will start at 
9:30 a. m. with a discussion led by 
Professors E. W. Stark and H. J. 
Barre on “Lumber Handling and Stor- 
age, and Influence of Moisture on 
Lumber,” after which there will be an 


exhibit of dry kiln operation. At 1 
p. m. a demonstration of “Construction 
of a Plywood Hog House,” will take 
place under direction of Prof. I. D. 
Mayer, followed at 2:30 by a tour 
of the Housing Research Project con- 
ducted by Carl F. Boester. 

Prof. F. R. Hall will be the speaker 
at 6:30 dinner meeting. 

“New Uses and Products in the 
Building Trades” is the opening topic 
of R. P. A. Johnson, U. S. Forest Prod- 
ucts Laboratory, Madison, Wis., at 10 
a.m. on Nov. 17, and includes an 
exhibit of new products and uses. At 
1:15 p.m., H. J. Barre will tell of “New 
Developments in Storage Structures.” 
A roundtable discussion with staff 
members of the Purdue Housing Re- 
search will close the conference. 

There is no registration fee for this 
“institute,” and R. W. Slagle, secre- 
tary of the Indiana Lumber & Build- 
ers’ Supply Association, invites all 
interested persons to attend. 


San Diego Hoo-Hoo 

The Hoo-Hoo Club of San Diego, 
Calif., has elected the following new 
officers: Vicegerent Snark—C. E. Rob- 
erts; Senior Hoo-Hoo—M. L. Baker; 
Junior Hoo-Hoo—Charles D. MacFar- 
lane; Scrivenoter—N. F. Hamilton; 
Custocatian—J. H. Stewart; Bojum— 
George V. Johnson; Jabberwock—C. 
B. Gavatto; Arcanoper—J. C. Even- 
son, and Gurdon—Syd Smith. Charles 
L. Hampshire was named a member of 
the program committee. 


Baltimore Hoo-Hoo 

Baltimore Hoo-Hoo Club No. 100 at 
its first fall meeting held in the Staf- 
ford Hotel, Baltimore, elected officers 
for the ensuing year and disposed of 
other business which had accumulated 
over the summer. E. G. James, James 
Lumber Co., was chosen president to 
succeed V. W. Malloy; George M. 
Meyls was elected vice president, and 
J. Cecil Matthews, Kidd & Bucking- 
ham Lumber Co., is treasurer. 


Michigan Traveling Salesmen 
Hold Golf Party 

The Michigan Association of The 
Traveling Lumber & Sash & Door 
Salesmen held its annual golf party 
on Friday, Sept. 22, at the Meadow- 
brook Golf & Country Club, Detroit. 

Fifty members played golf and 99 
sat down to dinner. All who attended 
greatly enjoyed the day of recreation 
and relaxation, as well as the fine 
golf. 


Eastern Kentucky Forest Fire 
Protective Association 

The Eastern Kentucky Forest Fire 
Protective Association held an impor- 
tant meeting in Jenkins, Ky., Sept. 
29, in which lumbermen and timber- 
land holders took part. 


President S. E. Looney presided and 


detailed what must be done to protect 
the rapidly diminishing forest area of 
Kentucky, and Hobart Tucker, Payne 
Gap, Ky., secretary of the association, 
made some timely remarks along the 
lines of forest protection. 
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strengthened by glues 













wood faces a brilliant future 


Not so long ago wood could be given chemical protection 
only at the expense of its traditional beauty. 


Wood structural members could be given added strength 
only by increasing weight and bulk. 





But now war-improved chemicals and treating tech- 
niques leave the surface clean and clear at the same time 
they give better protection against rot, moisture, insects 
and fire. 


War-improved, water-resistant and waterproof glues 
make possible plywoods and laminated structural mem- 
bers of greater strength with less weight, less bulk and 
greater economy of forest resources. 


In short, wood, long known for its warm, friendly beauty 
now competes on equal terms with the most modern mate- 
rials for durability and low maintenance costs as well. 


Two important contributors to this new status of wood 
as an engineering material have been I. F. Laucks, Inc., 
world’s largest manufacturers of water-resistant and water- 
proof glues, and Monsanto Chemical Company, producer 
of the newest and most effective types of wood treating 
chemicals. From their combined resources, research and 
experience are sure to come still greater contributions. 











I. F. LAUCKS, Inc. 


America’s Glue Headquarters 
CHICAGO (2)—6. N. Michigan Avenue 
SEATTLE (4)—911 Western Avenue, 
LOS ANGELES(1)—859 E. 60th Street. 
Factories: Seattle, Los Angeles, Ports- 
mouth, Va., Lockport, N. Y. In Canada, 
address: |. F. Laucks, Ltd., Granville 
Island, Vancouver, B. C., or Hercules- 
Laux-Merritt, Ltd., Stanbridge, Quebec. 
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Repair Business to Boom 


Expenditures for repair and main- 
tenance of homes, excluding farm resi- 
dences, will break all past records 
during the first six years after the 
war, with the total volume exceeding 
six billion dollars, according to a fore- 
cast prepared by the Producers’ Coun- 
cil, national organization of manu- 
facturers of building materials and 
equipment. 

“In the 5-year period starting 12 
months after the war ends, when 
ample supplies of building products 
and of labor will be available, expendi- 
tures for home repairs and improve- 
ments are expected to average about 
$1,100,000,000 annually, as home own- 
ers catch up with repair work which 
has had to be postponed because of 
restrictions on the use of building 
materials and shortages of labor 
during the war period,” according to 
James W. Follin, the council’s man- 
aging director. 

“The value of residential repairs 
during this period will average about 
40 percent greater than in the five 
prewar years, 1936-40, and will be 


more than twice as high as in the 
5-year period which followed World 
War I. 

“In the first postwar year, however, 
the volume of residential repair and 
maintenance is expected to total about 
$900 million, or slightly less than the 
record of $927 million set in 1942, 
owing to the fact that urgently needed 
new construction will take a large 
share of the available manpower and 
materials.” 


Financing Information 
for War Veterans 


The 3,700 local savings and loan 
associations and other member lending 
institutions of the Federal Home Loan 
Bank System in all parts of the coun- 
try are preparing to provide all pos- 
sible information for war veterans on 
the home financing provisions of the 
“G. I. Bill of Rights,” James Twohy, 
governor of the system, has an- 
nounced. 

His statement came at the close of 
a semi-annual conference of presidents 
of the twelve district Federal Home 
Loan Banks, who reported that sav- 








ff |, : Modernizing cabinets 
SE 


rooms will bring post-war pleasure to 


in kitchens, bathrooms, 


closets, halls and game 


many homeowners and profit to you. 
Amerock hardware is easy to install, 
even for the inexperienced — with 
templates and simplified instructions 


included wherever neces- 


ing in printed envelopes, pioneered 
by Amerock, protects finish and pre- 
vents loss of screws and small parts. 
The Amerock seal on every envelope 


is your guarantee of highest quality. 


ASK YOUR JOBBER for advice on post-war 
lines. You will benefit by his broad experience 
in searching out ‘sources of superior products, 
and recommending only what 
is likely to sell successfully 
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ings and home-financing institutions 
are making ready to finance the pur- 
chase or building of homes by veterans 
with the aid of a government guar- 
antee of a portion of their home- 
financing debt, under the legislation 
recently passed by Congress. 

“With total assets approaching 
seven billion dollars and their liquid 
resources of cash and government 
bonds at a record peak, and backed 
by the reserve credit pool of the 
Federal Home Loan Bank System, 
member savings and loan associations 
are ready to do their full share within 
the next few years in enabling vet- 
erans to take advantage of their 
unprecedented opportunity to attain 
home ownership,” Mr. Twohy said. 
“This new activity, of course, is but an 
extension of the regular work of these 
thrift institutions, which have spe- 
cialized in financing the small home 
buyers of America through long-term 
loans for more than a century. 

“To protect service men and women, 
the Congress has placed safeguards 
around the loans, requiring that prop- 
erties be suitable, that they be soundly 
priced, that the terms of payment be 
properly related to the veteran’s pres- 
ent and prospective earnings, and that 
the rate of interest charged shall be 
at the lowest economic level.” 


Postwar Building Depends 
on Government "Go-Ahead" 


A large volume of many types of 
postwar construction can be started as 
soon as the war in Europe ends, pro- 
vided governmental restrictions on the 
manufacture and use of materials and 
manpower are relaxed in accordance 
with recently announced plans, Tyler 
S. Rogers, chairman of the technical 
committee of the Producers’ Council, 
stated. 

“Although construction of new 
homes in great volume probably will 
not get under way as fast as other 
types of building, owing to the war- 
time need for lumber and to the fact 
that manufacturers of some kinds of 
home equipment will require from 
three to six months for reconversion 
to peacetime production, it seems 
likely that there will be sufficient 
workers and materials to permit an 
immediate start on construction of 
highways and various public works, 
warehouses, factories, and other struc- 
tures which do not require large 
quantities of manufacturer equipment 
or of lumber,” Rogers said. 

“Military requirements for lumber 
are expected to remain relatively 
heavy for six months or more after 
the European war, although there 
probably will be a greater quantity of 
lumber for civilian use than is cur- 
rently available. 

“Individuals and companies desiring 
to build at the first opportunity should 
complete their blueprints, financing, 
and other arrangements as quickly as 
possible, because the demand for build- 
ing products and for manpower un- 
doubtedly will exceed the,supply until 
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in Poultry Houses, Implement Shed—Workshop and Milk Houses! 






THIS IS IT! 


the Multiple-Function 
Building Material that 


DOES 3 JOBS 


Cash in on the farm market right now! No need 
for you to miss a single, profitable job because of 
material shortages. Celo-Siding replaces hard-to-get 
traditional materials—often does a better job. And 
it’s available now! 


Does 3 Jobs! Combines siding, sheathing and insu- 
lation in one quickly applied board. It is genuine 
Celotex cane fibre insulating board. Both sides and 
all edges are coated with an asphalt compound. An 
extra coating is applied to the weather surface and 
crushed mineral granules are pressed in to provide 
a durable, attractive exterior finish. Celo-Siding is 
applied direct to studding. It requires no painting. 
It’s ideal for poultry houses, roadside stands, garages, 
milk houses and general low-cost construction. 


Specifications — 3” thickness —4’ x 8’ with square 
edges all around. For even greater strength and in- 
sulation value, use /g’” Celo-Siding. Comes in 2’ x 8’ 
with T&G joints on long edges, 4’ x 8’ and 4’ x 10’ 
with square edges. Celo-Siding is available in buff- 
tone or green colors. 


For full information on Celo-Siding, the multiple- 
function building material that does three jobs, drop 
a post card to: The Celotex Corporation, Dept. AL- 
10, Chicago 3, Illinois. 
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after war with Japan. 

“All standard types of building ma- 
terials and equipment will be available 
as rapidly as the respective industries 
can reconvert to peacetime production. 
There will be no fundamentally new 
methods of construction and few new 
types of materials or equipment ready 
for widespread use in the several 
years immediately following cessation 
of hostilities. 

“Deferment of building plans to 
await~ mystery materials, miracle 
houses, or major reductions in the cost 
of construction is not only futile but 
will deprive the owner of the advan- 
tages gained by early possession of 
the structure he seeks.” 


Insurance Protection 


Insurance protection for funds in- 
vested in savings and loan associations 
—ten years old in October—now ex- 
tends to nearly 2,500 of such home 
financing institutions throughout the 
country, the Federal Savings and 
Loan Insurance Corp. announced re- 
cently. 

Resources of insured associations 
now total more than $4,600,000,000, 
equivalent to about two-thirds of the 
resources of all the nation’s savings 
and loan associations and similar or- 
ganizations, the report said. The 
number of savers and investors in 
these associations, each protected up 





-KEEPS BLURMITES* 
BEHIND THE BARS 


--.and Keeps Customers 





Coming! 





Question — What interior wall and ceiling paneling will make the 


biggest bit with customers . 


for you? 


Answer — Plastic-Finished Marlite... 


. the biggest sales and profits 


attractive, colorful and easy- 


to-clean; quickly installed with regular carpenter tools; never 
needs refinishing or repainting. 


When you stock and sell Marlite, you’re handling a pre-finished paneling that's 
practical for new construction or remodeling; that’s durable, versatile, easily in- 
stalled and moderate in cost. Marlite will delight your customers. Its pioneer 
high-heat-bake finish protects the surface against dirt and moisture smamrrerend 


and makes it extremely easy to clean. 


SEND FOR SAMPLES 
Marlite is made in plain- 
colors, tile-patterns, hori- 
zontaline, genuine wood- 
veneers and marble-patterns 
with modern harmonizing 
moldings. Send for free sam- 
ples and a complete full- 
color catalog—today! 


WOOD-VENEER BB) HORIZONTALINE 


*Blurmites — destructive agents, 
barmful to the finish of many 
wall, ceiling and counter sur- 
faces. 
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to $5,000 by federal insurance, is ap- 
proaching the four million figure. 

“Following the creation of the In- 
surance Corporation by Congress as a 
measure of recovery and financial 
stabilization in 1934, the first certifi- 
cates of insurance were issued to 
applicant associations in October of 
that year,” said William H. Husband, 
general manager of the corporation, 
in tracing the development of this 
safeguard for savings. 

“The institutions first insured were 
chiefly Federal savings and loan asso- 
ciations, for whom insurance was 
made mandatory. However, a grow- 
ing number of state associations 
applied for this additional bulwark of 
safety and passed the qualifying tests. 
Today insurance by this agency of the 
national government covers the 1,465 
Federal associations — chartered and 
supervised by the government—and 
996 associations operating under char- 
ter of their respective states.” 


Western War Housing 


The lumber industry of Southern 
California is being asked to provide 
supplies for a $3,111,000 temporary 
war housing project sponsored for 
the Housing Authority of Los An- 
geles, including 700 residential units 
of temporary war housing. 

Already under construction, the 
homes will be occupied at the rate of 
50 a week as they are completed. 
There will be made available in the 
Los Angeles Harbor area 500 dwell- 
ings of one and two-bedrooms. In 
the industrial area of the city’s east- 
side an additional 160 units are being 
erected. The remainder of the dwell- 
ings embraced in the program are 
located in the Gouthenstern section of 
the city. 

In addition to the program within 
the city limits, the Federal Public 
Housing Authority is constructing 
outside the city 340 houses in the 
Eastside industrial district, plus 2,500 
in the Long Beach area. 


Major Loan Business 
With Uncle Sam 


That the major loan business of the 
savings and loan associations and co- 
operative banks was with Uncle Sam 
the past few weeks is shown in the 
report of the purchase of $154,373,000 
of Government bonds by the largest 
170 of the associations during the 
Fifth War Loan Drive. The United 
States Savings and Loan League, 
summarizing the participation of its 
$5,000,000-and-over member associa- 
tions, said that they bought two and 
a half times the volume of bonds this 
time compared with the previous war 
loan. 

Roy W. Larsen, Minneapolis, chair- 
man of the United States League’s 
bond purchase drive, said that three 
of the associations bought bonds to- 
talling $6,000,000 or more apiece, new 
highs for their own participation in 
bond drives. 
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Hi, Daddy...Come Down On The Floor...It’s So-o-0 Warm! - 


a 











Here’s The Kind Of Oil Heater That 
HEATS YOUR HOME LIKE A FURNACE! 


It’s something to be glad about! 
—to have sich endecid warmth 
on the floors! A joy to revel in 
even heat that’s comfortable from 
head-height to shoe-soles, and in 
floodin Silbbusalgheasmateneain: 
going through the whole house! 
This is the real “heat of to- 
morrow” that Coleman will brin 
you, in new, improved oil heaters 


terested in—that of healthful com- 
fort, with “push-a-button” ease and 
freedom from work and dirt. In 
city, town or country, you can en- 
‘joy this modern, automatic heat 
with Coleman Heat Plants, that 


use clean gas, oil or butane gas as 
fuels. 


Do you want to know how many 
burdens these 








You get 3 kinds of comf 


ort with a Coleman Oil 





and in famous Coleman Floor Fur- 
naces and Central Heat Plants, It’s 


Coleman improve- 
ments can lift from your shoulders? 
—what remarkable comfort the 










the advancement you're most in- 


FREE2-The “Inside Sto Of Tomorrow’s Home 
(RR d 


Heating.” A 
etailed illustrated. report on Coleman’s new develo 
ments, giving the practical facts! Real help in planning for better heat- 
ing and a better home! Just mail th 


¢ coupon—now! 
THE “HOT” NAME IN HOME HEATING 


| 
of @ D Coleman 


om N 
Floor Furnaces * Central Heating Plants » Water Heaters « Space Heaters \ Add 
There's a modern Coleman Heat Plant for every home heating need ax, 


THE COLEMAN LAMP & STOVE CO.. Wichita 1» Chicago 11¢ Philadelphia 8 * Los Angeles 54 ° Toronto, Canada rota 


Heater (1) floods of 
furnace; (2) “‘quick-warm-u 
opening heat reflector doors 
of warm air at floor level. 


bring? Then write for this: . 


circulating warm air like a 
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War Gaby Has Peacetime 


Possibilities in 


Lumber Industry 





Oa OF UNCLE SAM’S 
“war babies”, the “Water 
Buffalo” amphibious tanks, 
can be expected to occupy an 
important niche as a timber 
cruiser when the war ends. 

That expectation has re- 
sulted from inquiries made by 
timber interests to the Food 
Machinery Corp. which makes 
the “Buffalos” at plants in 
Lakeland, Fla., San Jose and 
Riverside, Calif. 

Right now and for some 
time to come, the tanks will 
ve seeing action in the United Nations’ battles for a 
free world. In that field they have met outstanding 
success. This success was attributed to their ability 
to travel equally well on land or sea, over swamps or up 
hillsides. 

Put overside by ships lying some distance off Jap-held 
islands, the “Water Buffalos” swam ashore, smashing their 
way over reefs and man-made barriers to gain and hold 
their objective. They have been used also to bring supplies 
to embattled troops and to take wounded back to shipside. 

Lumber company executives with an eye to the future 
have been reading of these exploits of the “Water Buffalo” 
and have figured they would be as valuable in searching 
for valuable timber as they have been in searching out 
Japs on difficult terrain. 

Equipped with radio sending and receiving sets, these 
timber cruising vehicles could keep in constant touch 
with their headquarters. 

Not only would the Buffalos be able to help search for 
timber but they could be used in the actual operation. 
They could haul supplies, cart logs, push aside smal! 





obstructions, pull down trees and do a myriad and one 
other jobs. 

The first models of the amphibious tank, which have 
been improved considerably, had a carrying capacity 
of 20 armed men. It could carry a cargo of 4,000 pounds 
through heavy surf, against the streams of rivers; up 
steep hillsides. Its overall weight was 17,500 pounds. 
This included armor and armament. 

The peacetime model would need no armor nor arma- 
ment. Its weight could be materially lessened; its speed 
and pay-load carrying capacity increased. 

Others with eyes on the “Water Buffalo” as post-war 
vehicles are oil prospectors and drillers who have found 
or are searching for oil beneath swamp land and open 
water. 

Still another group which is definitely interested in the 
post-war use of the Buffalo is the banana and sugar men of 
the Southern hemisphere. They see that by using the 
vehicles they could eliminate much handling of their 
product. In banana groves, for example, the tanks couid 
be loaded, could carry their fruit down to shore and out 
to ship and then return for another load without delay. 
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326. 














VE 


Address Salvage Editor, American 
Lumberman, 139 No. Clark St., Chicago 
2, for further information about these 
items. Please mention item number. 





324. 

Can supply two cars No. 2 and Btr. 
dry yellow pine S4S. 2x4’s and 2x6’s 
in 12 to 47 inch lengths. Shreve- 
port, La. 

325. 


We accumulate in carload lots 
C&Btr. kiln dried fir, 1x2 S4S to 
%x1% in lengths from 24 to 84 inches. 
Bundled. St. Louis, Mo. 


Available are 13,000 feet (BM) of 
1x6 and 1x8 all 24 inches long S1S2E 
to % scant x % inch scant in width. 
Also 35,000 feet of the same in 28 
inch lengths. East Aurora, N. Y. 


327. 


Have available 10,000 pes. 1%x10— 
16 inches, clear kiln dried Northern 
hard maple, S4S. Columbus, Ohio. 
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BUILDS ORDERS FOR GOLD BOND 
DEALERS! 

j 

r 

HE news about National Gypsum’s 

a current national advertising is getting 

| around in a big way! Requests for book- 

; lets are pouring in to Gold Bond dealers! 

: And don’t think the public is lagging in 

interest. Far from it! Since the booklet, 

? “SO YOU'RE BUILDING A NEW 
HOME AFTER THE WAR” was first 

, announced in August, Mr. and Mrs. 
Average American have been sending in 
their dimes by the hundred for their copies. 
What does this mean to you? Plenty, if 

_ you're a Dealer handling Gold Bond 

om Products! For what is happening is that 

the names of the people who send in their 

up dimes for this book are turned over to the 

- Gold Bond Dealer in their neighborhood. 

A That gives him first opportunity to get in 

Mi touch with these prospects and help them 

ind plan their new homes. Then, when it 

“: comes time to build, it isn’t very hard to 

= figure out who’s going to get the order for 

x the material. You guessed it—Mr. Gold 

“ Bond Dealer, himself! 

of 

2E 

ith. 

28 

—— 

r NATIONAL GYPSUM COMPANY ®@ EXECUTIVE OFFICES © BUFFALO 2, N.Y. 
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SUB-HEAD TOPICS 


Company Organized 
As Scrap User 

Scrap wood is the basis of a rapidly 
growing industry which has been or- 
ganized as the Mespo Products Com- 
pany by B. G. Mesberg, manager of 
the Nerthern Furniture Co., office in 
Milwaukee, and his_ brother-in-law, 
Wiliiam Podell. 

The new firm is turning out a line 


‘Keep ing ‘the 


RED BRAND Fence Sigh 


To protect the value of the franchise of its 
thousands of dealers, and to insure a con- 
tinued demand in postwar, Keystone has 
consistently maintain- 
ed its full advertising 
throughout 
the war period. 







schedules 


want. 


resumed. 








Posts. 


Total Combined Circulation Over 9 Million 
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Every farm magazine 


In this positive way, Keystone is 
helping its dealers prepare for 
the day when they can get. all Gr 
the RED BRAND Fence they 
want, and when they’ll need all 
the fence customers they can 
get! Yes, Keystone Dealers will 
find a ready, waiting market 
when present wartime restric- 
tions are lifted and full produc- 
tion of RED BRAND is again 


Keystone’s advertising is just 
one of many reasons why dealers 
prefer to handle RED BRAND 
Fence and RED TOP Stee! 


of wood toys all produced without the 
use of any critical materials. Workers 
in the plant include many handicapped 
men and women, and now, during the 
summer months boys and girls of 
school age cn vacation. 

Many of the toys are dovetailed, 
using no metal brads. and making it 
easy for children to assemble and dis- 
assemble them, prcviding not only a 
toy but also an educational! item. 
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on this page is a sales ABRICH LIME 
messenger for RED Poubtra 1 
BRAND. This con- 
stant bombardment in Areuisay { 
these and other publications Farmet 
keeps reminding farmers that Progressive 
RED BRAND is the fence they }HOARDS 2 TIAIRYMAD 
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KEYSTONE STEEL & WIRE c0., Peoria 7, HI. 





Our New Director of 
Field Service 


John G. “Jack” Praed, well known 
field secretary of the Indiana Lumber 
& Builders’ Supply Association for 
the past seven years, has joined the 
staff of the AMERICAN LUMBER- 
MAN as Director of Field Service. 
Mr. Praed brings to his new position 
a rich experience in the lumber and 
building material industry. He has 
had eighteen years’ experience as sec- 





retary of a trade association, has spe- 
cialized in public relations and per- 
sonnel work, and for twelve years 
headed a company that sold to re- 
tail lumbermen. 

Born in England, Mr. Praed came 
to this country in his early youth, and 
was educated in the public schools 
of Dover, N. J., and at Woods Col- 
lege. In his school days he played 
baseball and football and retains an 
active interest in these and other 
sports. He is married, has three 
daughters, and makes his home in 
Indianapolis. 


New Plant Authorized 


John B. Turner, general manager of 
the recently consolidated Bennett 
Fireplace Co. and the Ireland Machine 
& Foundry Co., Norwich, N. Y., an- 
nounces approval by the War Produc- 
tion Board of a new plant and com- 
plete equipment for the Ireland 
Division of the firm. Early in 1943 
Bennett Fireplace Co. acquired the 
plant and business of the Ireland 
Machine & Foundry Co. and the new 
firm is known as Bennett-Ireland. 

Ground will be broken at once for 
this modern, 120x240 foot fireproof 
building, which will house complete 
equipment for up-to-date foundry 
operation and manufacture of farm 
machines, sawmills, and similar prod- 
ucts of the Ireland line. Operation is 
expected to start early in the spring, 
and the added space will double the 
combined Bennett-Ireland production 
capacity. This new space will release 
the existing Bennett plant for in- 
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SELL “PENNVERNON’”’ 


... not just “Window Glass” 


A WINDOW GLASS that has the high 
degree of clarity, good looks and 
freedom from distortion neces- 
sary to assure quality glazing of 
important structures like this 
College of Business Administra- 
tion. building at Boston Univer- 


sity... % 


IS A WINDOW GLASS that will give 
complete satisfaction when sold 
for the windows of attractive 
residences like this. Pennvernon 
Window Glass has won wide- 
spread acceptance for both kinds 


» 


of jobs. 





For big buildings or small, sell 
Pennvernon ... the window glass 
that has made a name for itself! 





PITTSBURGH PLATE GLASS COMPANY 


GRANT BUILDING, PITTSBURGH 19, PA. 
"PITTSBURGH stands for Duality Glass and hint 
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creased war material production. 
After the war, both plants will be 
utilized by peacetime production. 

Bennett-Ireland will operate as two 
separate divisions—the Bennett Divi- 
sion and the Ireland Division. Each 
will have complete facilities for the 
manufacture, sale, and promotion of 
its respective lines, with the benefit 
of enlarged administrative and engi- 
neering staffs. The new foundry will 
serve both divisions. 

The Bennett Division will continue 
to serve the building industry, pro- 
moting the sale of Fresh-Air and 
Recirculating Units, Flexscreen, steel 





Theis anew De WALT 





and cast iron dampers, wood grates, 
and other fireplace construction prod- 
ucts. The Ireland Division will 
promote the sale of farm machines 
and equipment, and sawmills. 


Sash & Door Jobbers Industry 
Advisory Committee 


At a meeting late in September in 
Chicago, Peter A. Stone, chief execu- 
tive of the OPA, Lumber and 
Lumber Products Division, the Stock 
Millwork Jobber Industry Advisory 
Committee, previously in operation 
for over a year as a temporary com- 
mittee, was set up as a permanent na- 





WITH THE DeWALT IDEA BOOK 
WILL HELP YOU MAKE MORE MONEY ow! 















“Uncle’’ Luegemors, operating a DeWalt at Black, Sivalls & 
Bryson, Inc., Oklahama City, Oklahoma. Note that the De 
Walt is mounted on wheels for use anywhere in the yard. 


Thousands of lumber dealers all over the country—small yards and 
line yards—have a real “one-two punch” in their selling methods, 
making more money than ever before! 


FIRST—they put in a new DeWalt, the perfect lumber dealers’ saw. 
This one machine, with the proper tools, makes any cut possible 
quickly, safely, accurately. With this DeWalt, lumber dealers are 
re-working the war-time lumber they buy—including waste, discarded 
sizes and damaged stock—into products they can sell. 


SECOND—they use the new DeWalt Idea Book—which gives them 
practical ideas on how to put action and showmanship into their 
business! You, too, can put this “one-two punch” into your business! 
Send the coupon below for your free copy of the DeWalt Idea Book 
and information on the latest DeWalt saw. 





5285 Fountain Avenue, Lancaster, Pa. 


Name 
Address. 
— 





DeWALT PRODUCTS CORPORATION 


(0 Send me a free copy of your DeWalt Idea Book. 
{.) Send me your latest catalog on DeWalt Saws. 
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tionally operating body. Most of the 
fourteen appointed by Peter Stone to 
membership had been active through- 
out the formulation of the O. P. A. 
Jobber Regulation—MPR-525—and all 
are well known from long business 
activities and service to the industry. 

The Jobber Industry Advisory Com- 
mittee is as follows: S. S. Cook, 
chairman, Curtis Companies, Inc., Chi- 
cago; T. E. Addison, vice chairman, 
Addison-Rudesal Co., Atlanta, Ga.; W. 
A. Cullen, Carr-Cullen Co., Minneap- 
olis, Minn.; S. S. Edwards, American 
Sash & Door Co., Kansas City, Mo.; 
C. W. Fisher, Halleck & Howard Lbr. 
Co., Denver, Colo.; Glen O. Fogleman, 
California Door Co., Los Angeles, 
Calif.; H. C. Gorbet, Huttig Sash & 
Door Co., St. Louis, Mo.; T. M Hatch, 
Whitmer-Jackson Co., Cleveland, 
Ohio; Carl G. Horn, Iroquois Millwork 
Corp., Albany, N. Y.; C. R. Rudinger, 
C. R. Rudinger, Inc., South Kearney, 
N. J.; C. Fred Smith, Jr., Brockway- 
Smith-Haugh-Lovell Co., Charlestown 
(Boston), Mass.; Frank Stevens, Wm. 
Cameron & Co., Inc., Waco, Tex.; C. 
B. Van Houten, W. P. Fuller & Co., 
Inc., Portland, Ore.; L. J. Woodson, 
Nicolai Door Sales Co. of California, 
San Francisco, Calif. 

Adolph Pfund, Chicago, was elected 
by the Committee as its secretary and 
W. A. Seagle, Memphis, as its treas- 
urer. 


Chain Saw Safety 
(Continued from page 52) 
by the use of a wire attached to the 
frame of the machine and to a rod 
driven into the ground deep enough to 
reach moist earth. 
Gasoline Motors 

On gasoline saws the exhaust should 
be so directed that it does not blow 
toward the motor operator. Men 
should be given training so that they 
do not injure themselves in starting 
the motors. The knot in the starting 
rope may swing around a man’s head, 
striking him in the eye. Men should 
be trained to pull away from the body. 
Care given the motor to make it an 
easy starter will pay for itself in free- 
dom from strains, sprains, and bumped 
knuckles. 

Protective Clothing 

Men operating chain saws and carry- 
ing them through the woods must be 
sure-footed. In Pacific coast forests 
where the ground is covered with 
fallen timber this requires the wearing 
of calked boots. In other sections hob- 
nailed shoes are preferable and in the 
winter rubber soled shoes. Among the 
most common accidents are falls and 
the wearing of footwear to minimize 
this hazard should be mandatory. 

Hard hats should always be worn 
by fallers and buckers and others 
working in the woods. Heavy dead- 
wood is often lodged in the branches 
of trees high overhead and out of 
sight. When dislodged it falls silently 
and swiftly. Many men have been 
killed by falling wood and many lives 
have been saved by hard hats. Their 
use should be mandatory. 
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Good Logs - - - 


The Foundation of 
Rosboro Quality 


Behind Rosboro’s modern, electrically 
driven mill is a long cut of choice qual- 
ity virgin Douglas Fir timber. The illus- 
tration at the left shows a representative 
load of Rosboro logs being loaded—logs 
which are providing the sinews of war 
for Uncle Sam now, but which will be 
available to meet your peacetime needs 
as soon-“after the duration” as we can 
accumulate inventory. Look to Rosboro 
for your after-the-war needs in quality 
old growth Douglas Fir lumber. 


ROSBORO LUMBER CO. 


Springfield, Oregon 

















White River has the facilities — big modern 
mills, equipped with the most approved 
types of machines for manufacturing and 
handling lumber — valuable now in time of 
war in getting out large orders for govern- 


ment requirements — ready to pick up at a 
moment's notice in the service of old cus- 
tomers and new ones whenever lumber re- 
strictions are relaxed. Plan to put your first 
postwar lumber needs up to White River. 


WHITE RIVER LUMBER CO., sits’ 
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5 cars 4/4’ to 8/4" 
upper grades 

5 cars 4/4" to 8/4” 
upper grades 







lengths 








you 





PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the follow- 
ing (or anything else) write or wire me. 


Walnut, 


Cherry, 


prefer 


prefer 


10 cars 4/4", prefer “D’’ Ponderosa 
RW4L 


1 car KDS4SEE 1 23/32" x 1 23/32" 
x 8°’ to 72°’ clear Fir. prefer 18” 


5 cars 2°" x 2”. x 30° Clear Walnut. 
Oak, Gum, Poplar or what 


have 


Interested in Plywood Panels 
Can use KD, AD, SD Rgh or surfaced 


















Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor logging. They 
are used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 
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Double 


THE BENSON 


Broadway at Oak St. # 
ss enmieninaiiaanaanenll 




















' Our flooring plant is modern through- 
out. For well-manufactured Maple 
and Birch flooring specify “Diamond 
Hard.” 





Advertising Sampler 10143 


Just announced by So-Lo Works, 
Inc., is their “FIX-ME” sampler deal, 
a special assortment of repair prod- 
ucts. It includes So-Lo Repair Kits, 


Blue Bond Rubber Cement, Can-O- 
Wood, Fix-Iron, Liquid Solder, Porce- 





lain Glaze, and other nationally 
known So-Lo products for mending, 
repairing and renewing hundreds of 
different household articles. Selling 
helps are supplied free with the 
sampler, including a large poster for 
window display, a series of window 
spots, easel back displays, and price 
cards. Information furnished by 
checking number 10143. 


10147 


Complete details on Allis Chalmers’ 
Strambarker, the first practical 
hydraulic log barker ever designed for 
standardized production, have been 
released to the pulp and paper indus- 
try in a new illustrated bulletin. For 
removing bark from any reasonably 
straight pulpwood logs four to eight 
feet long from four to eighteen inches 
in diameter the Streambarker unit 
does away with hand cleaning of wood, 
eliminates pulp loss from “brooming” 
of log ends and produces cleaner wood 
for pulp than is possible with older 
type barkers. The bulletin may be ob- 
tained by checking number 10147. 


Hydraulic Log Barker 


Sound Insulation Booklet 10141 


The extent to which air-borne 
noises are transmitted through walls 
and floors of various constructions 
have been determined in a series of 
tests conducted under the sponsorship 
of the Insulation Board Institute. The 
results are given in an eight page 
folder just published by the Institute 
under the title “Sound Insulation 
Values of Floors and Walls.” In- 
cluded in the report are the findings 
on eight types of wall panels and six 
types of floor construction. Accord- 
ing to the foreword, the claim of in- 





sulating board manufacturers that 
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structural insulating board reduces 
sound transmission when properly ap- 
plied is substantiated by these tests, 
Booklet available by checking number 
10141. 


Mailing Literature 10144 


New mailing literature covering 
their line of industrial paints has been 
released by Quicley Co. Inc. Also in- 
cluded in mailing pieces is a color 
chart describing their Triple-A pro- 
tective coatings for floor, porch, deck, 
dado, processing plants, creameries, 
dairies, etc. Data available by check- 
ing number 10144. 


Wood Sash Pulley 10146 


Announcement has been made that 
the Andersen Corp. war-born wood 
sash pulley has for all time replaced 
the cast iron pulley. This new pulley 
does everything the metal job did and 
more. Designed originally to save 
metal in war time, the wood pulley has 





| 





%, 























« bocoPoteca! 


not only proved fully equal to the old 
pulley in durability and long life but is 
decidedly superior on several other 
counts. Operation is noiseless and 
there is absolutely no wear. Informa- 
tion available by checking number 
10146. 








10145 


Just released by Locke Stove Co. 
is their new advertising portfolio cov- 
ering their coal heater advertising 
campaign. In addition, it contains 4 
complete advertising service for re- 
tail dealers, including newspaper mats 
for local advertising, hand bills, mail- 


Advertising Helps 
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BRIGHTER 





Inevitably the tide of Victory has 
turned and the dawn of a bright new 
day grows nearer. Soon Paint Mer- 
chants can look forward to ample 
peacetime products by Lowe 
Brothers—unmatched as always 

in quality and service. 


Lowe Brothers continuing leader- 
ship has been achieved over many 
decades of development, and ac- 
celerated by intensive wartime 
research. It will result in greater 
profits and good will for you in the 
home-renewing years ahead. 
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-{e0.J. Silbernagel- 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 
@ MILLWORK 
@ MOULDINGS 


@ BOX SHOOK 


OR ay 


00.4. Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago, Ill. 


WEST COAST OFFICE 
Pacific Bldg., Portland, Oregon 
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OZAN PINE 





Forest ‘I'ree Seedlings 


A 4-Point Plan of 
Forest Management 


®Selective Harvesting of Timber 


®Forest Planting to Supplement 
Nature 


®@ Conservation and Utilization 
® Forest Fire Control 


Ozan’s forest policies are equally 
as progressive as its manufactur- 
ing methods. Plan to obtain your 
acver-the-war lumber needs from 
Ozan. 


i ii edie eile 


Ozan Lumber Co. 
Prescott, Ark. 
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HANDLING IN YOUR YARD 





Save space—time—costs—release men 
for productive work—handle lumber with 
conveyors. 

Write for special bulletin A.L.-104, de- 
scribing Standard 
Conveyors designed 
to speed and cut the 
cost of handling in 
lumber and building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St, Paul, Minn. 








FIRE PROOF 


Wood Lumber & Timber 

*°12U. S. PLANTS * * 
Get Circular 107A Now 
Answers Ali 





PROTEXOL CORP. 
193 Hartman Square, Kenilworth 8, N. J. 





ing literature, display cards, banners, 
and display pennants. Also contained 
in the portfolio are installation in- 


structions for the heaters. Available 
by checking number 10145. 
Handsaw Retoother 10142 


The new, improved BURRO Auto- 
matic Handsaw Retoother will do a 
perfect job of punching a perfect set 
of new teeth in your old handsaw in 


less than one minute, according to the 
Burr Mfg. Co. 


manufacturer, The 





teeth are punched out one. at a time 
in rapid succession until complete re- 
toothing is accomplished. It is ‘un- 
necessary to cut or grind off the old 
teeth—they come off as chips. In- 
formation available by checking num- 
ber 10142. 


Timber Tax Booklet 


A booklet has been issued by Forest 
Industries Committee on Timber Valu- 
ation and Taxation giving the applica- 
tion of the new timber tax amend- 
ments. Copies of the booklet may be 
obtained by writing Northeastern 
Lumber Manufacturers Association, 
Inc., 271 Madison Ave., New York 16, 
N. Y. 


Starts Cutting 


The Raymond Hardwood Co. plant, 
which has been under construction in 
Raymond, Wash., for several months, 
has started cutting under the manage- 
ment of M. T. Thorpe, Raymond lum- 
berman. The plant is designed to 
handle logs too small for conventional 
mills and at present is cutting one- 
inch boards and 2x4s and 2x6s from 
12x12 fir and hemlock timbers shipped 
by rail to Raymond from other Wash- 
ington and Oregon operations. Asso- 
ciated with Mr. Thorpe in ownership 
of the mill are Raymond Lewis and 
Emmett Anderson of Raymond and 
D. Anderson of Portland. 


Building Sawmill 


C. F. Doll of Aberdeen, Wash., is 
building a lumber sawmill on _ the 
Hoquiam river in Hoquiam, Wash., 
that will specialize in cutting hen- 
lock and alder lumber for resale to 
resaw mills. Logs up to two feet in 
diameter obtained from second growth 
timber will be milled. Mr. Doll said 
he has purchased approximately 3,- 
000,000 feet of such timber from the 


R. L. Philbrick Timber Co., near 
Hoquiam. 

Will Build Peeler Plant 

Vv. A. Nyman, manager of the 


Aberdeen (Wash.) Plywood Corp., has 
announced that his company will 
build a peeler plant at Tillamook, 
Ore., as a source of supply for peeler 
logs to be shipped to the company’s 
Aberdeen plant. He said the com- 
pany also had purchased several mil- 
lion feet of timber near Tillamook 
for conversion into peeler logs. 








information will be forwarded. 


10141 
10145 


10142 - 
10146 


Name 


Company 


Address . 





For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


10143 
10147 


10144 
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Review of Production, 
Shipments and Orders 


Lumber shipments of 505 mills re- 
porting to the National Lumber Trade 
Barometer were 3.5 percent above pro- 
duction for the week ended September 
30, 1944. In the same week new 
orders of these mills were 6.8 percent 
greater than production. Unfilled 
order files of the reporting mills 
amounted to 97 percent of stocks. For 
reporting softwood mills, unfilled or- 
ders are equivalent to 39 days’ pro- 
duction at the current rate, and gross 
stocks are equivalent to 36 days’ pro- 
duction. 

For the year-to-date, shipments of 
reporting identical mills exceeded pro- 
duction by 3.0 percent; orders by 6.4 
percent. 

Compared to the average corre- 
sponding week of 1935-39, production 
of reporting mills was 18.9 percent 
greater; shipments were 21.7 percent 
greater; and orders were 24.9 percent 
greater. 

Correspondents in important mar- 
ket centers all over the Nation report 
that weather conditions have been 
ideal, but shortages of labor, operating 
equipment and truck tires continue to 
plague producers. The only reported 
exception to the prevailing good 
weather comes::from Kansas City 
sources. Heavy fall rains, they say, 
have retarded logging operations in 
the Southwest area. That region, 
also, has been one of the hardest hit 
by the shortage of heavy truck tires. 

Broadly speaking, there has been 
little basic change in the last fort- 
night. More lumber is available and 
stocks are beginning to accumulate at 
mills and concentration yards. Most 
of these’ stocks are of inferior quality. 
Priority customers—and consequently 
dealers—show an inclination to insist 
on better grades. For the most part, 
inventories at retail yards are low. 
Current predictions indicate that 
L-335 will be further relaxed so that 
dealers can build up depleted inven- 
tories. 

Almost exactly in line with indus- 
try predictions, flame-proofed lumber 
volumes in 1943 increased 300 per- 
cent over 1942 figures, according to 
statistics released by R. K. Helphen- 
stine, Jr. of the U. S. Forest Service. 
The preduction increase indicated in 
the 65,636,518 board feet of lumber 
flame-proofed in 1943 is particularly 
astounding when it is noted that only 
late in 1942 were standard Federal 
specifications set up for the then “in- 
fant” industry. 


Table No. |—Production, Shipments and Orders for Two-Week 
Period Ended Sept. 30 


PRODUCTION 


M Feet 


SOFTWOODS 
Southern Pine 
West Coast 
Western Pine $62,25§ 
Cal. Redwood 2 
So. Cypress 1,us 
Northern Pine ° 


38,0 


No. Hemlock z 
HARDWOODS 


Southern 


Northern ] 


Oak Flooring fo) 


Maple Flooring 


Supply and Demand in 
The Market Centers 


SEATTLE: There is lots of build- 
ing here and all retail yard items are 
in very strong demand. The public 
is learning that some lumber can be 
purchased under L-335. Many buy- 
ers are holding off hoping to get dry 
lumber later, but the general opinion 
is that there won’t be an appreciable 
volume of dry lumber available for a 
long time to come. Demand is great- 
est for 2 x 4’s with 2 x 6’s running 
next. . . Except for the small pick-up 
consumer trade, buyers must have 
high priorities to get orders filled. 
Wholesale and retail stocks are very 
low. Flooring and siding are very 
dificult to obtain, and shingles are 
badly oversold. 

SAN FRANCISCO: General con- 
sumer demand at local retail yards 
has fallen off considerably and lum- 
bermen are attributing this condition 
to L-335. Douglas fir construction 
lumber is in good demand locally, 
while orders for ship yard classifica- 
tions have eased off. Construction 
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>HIPMENTS 


M Feet 


41,819 | 47,51 449.5 
667)| 206,576) 436 
145 | 66 498-S 
2i,22i)| | 14 
4, $16 7 Zz 
2,00 1,Hs 

4,32¢ 4,3 


6%, Ou, | 14,085| # 
tl 2,622 
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lumber market is coming principally 
from the larger type of FHA housing 
projects under AA-3 ratings. Prac- 
tically no lumber is being let for in- 
dividual housing units. . . Lumber 
supplies continue low at local whole- 
sale yards. While demand at whole- 
sale yards for Ponderosa and sugar 
pine is heavy, supplies are hard to 
get. Wholesale supply of Douglas fir 
seems . adequate, but the market is 
stalemated because retailers are not 
accepting anything but exactly what 
they want; also fewer certifications 
or allotments were issued for the 
fourth quarter. Ship yard allocations 
have been cut down decidedly. Mills 
are resisting offers for grades of 1 
and 2 common dimensions, while buy- 
ers insist on these. 

TACOMA: Here at least, Govern- 
ment demand continues to hold the 
number one spot and there is little ° 
indication that this situation will 
change. Prospects for revival of the 
once-flourishing export trade with 
China are seen in the arrival here a 
_fortnight ago of Chinese representa- 
> tives, including Dr. Frank Liu, chief 
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NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 










Our production 
is drastically curtail- 
ed by reason of problems 
related to the war effort, but we 


are doing our level best to partially 
fill demands; at the same time planning 
for that day when we can again serve our 
customers with enough—on time. 





PRODUCT OF 


Geo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 












































Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
Ww 


ae COC 





UNFILLED ORDERS 


Feet 


SOFTWOODS 
Southern Pine 
West Coast 
Western Pine 2 
Cal. Redwood [443 
So. Cypress 
Northern Pine 
No. Hemlock 


HARDWOODS 


Southern 
Northern 
Oak Flooring 


140 044 
672 


26 
760 
5,377 


5, 676 
05 
+, 789 


Maple Flooring 





of the department of animal industry 
and fisheries in the ministry of agri- 
culture and forestry of the Chinese 
government at Chungking, and W. H. 
Woo, who represented the Fairhurst 
Lumber Co. of Tacoma in Shanghai 
before the war. Both are spending 
considerable time contacting lumber- 
men. They point out that China will 
require vast quantities of building 
materials when her program of relief 
and rehabilitation gets under way. It 
is their mission to ascertain where 
such supplies may be obtained. The 
West Coast lumber industry natur- 
ally received a major portion of 
China’s business in the past and is in 
a favored position to retain this 
status when the field is reopened. . . 
There has been little change in the 
supply situation during the past fort- 
night, although a few mills report a 
slight increase in stocks on hand. 
Such gains have not helped the gen- 
eral market situation because of the 
high priorities needed to obtain all 
but the most inferior grades of lum- 
ber. There is little lumber available 
for private buyers. 

NORFOLK: There is practically no 
demand from regular retail yards in 
this vicinity due to the fact that they 
are not permitted to replace any of 
the stock which they sold recently 
under provisions of an amendent to 
L-335. This amendment allowed them 
to sell certain portions of inventory 
against uncertified orders. The retail 
yards in this area are hesitant to sell 
anything except to the government 
or government contractors—if they 
do, they will be unable to replace the 
stock sold. 


Table No. 2—Plus Stocks and Minus Stocks as of 
September 30, 


1944 


27 


8iZ| 4,477 


BIRMINGHAM: Government de- 
mand for Southern pine has slowed 
down after recent purchases of 60,- 
000,000 feet at lettings where more 
bidders were present than in months. 
No more lettings are scheduled, but 
the CPA is asking for mail quotations, 
indicating more competition for the 
business. . . With supply catching up 
with demand a tightening up on 
grades all down the line is noted. 
Wholesalers have had _ shipments 
turned down because they did not 
“grade up” to specifications. . . The 
retailer’s situation is somewhat bet- 
ter than it was 60 days ago. There 
is considerable agitation for further 
easing of L-335 on the assumption 
that the peak of government demand 
has passed and that civilian demands 
ought to be allowed to take up the 
slack. The greatest scarcity is in 
pine, especially in boards. Hardwood 
is becoming more plentiful. 

KANSAS CITY: Demand for lum- 
ber continues very good, and the re- 
lease of low-end stocks has been a 
boon to retailers, who are getting rid 
of them in quick fashion. Many new 
housing projects are now getting un- 
der way in the Southwest. Building 
permits issued in this area for the 
first eight months of the year have 
run 25 percent ahead of the same 
period of 1943, but the inability to 
obtain materials has kept contract 
awards down. . . Retail sales of 129 
yards, as reported by the Federal Re- 
serve Bank for August, were 27 per- 
cent less than a year ago, 30 percent 
less than in July, and down 19 per- 
cent for the eight-month period. 
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Wholesale volume for August was off 
18 percent from last year, and the 
cight-months decline amounted to 
seven percent. .. The supply situation 
has not improved to any great extent 


although the government is tapering ; 


off on its needs and L-335 has been 
relaxed somewhat. 

MEMPHIS: Suddenly increased de- 
mand in the past week for 6 x 4 heavy 
hardwoods in No. 1 common and bet- 
ter grades has started to reduce stocks 
which have been gradually accumulat- 
ing for some time. A _ similarly 
stepped-up demand for 5 x 4 stocks 
of the same grade is believed to be 
on the way. Some of the hardwood 
manufacturers are splitting their 8 x 4 
soft hardwoods. Distribution yards’ 
offerings are increasing. Box plants 
are among the largest takers of hard- 
woods, all in the lower grades. . . Re- 
tailers are wondering how to restock. 
Stocks, generally, are low although 
the freeing of the lower grades of 
hardwood has helped the situation 
considerably. Some carpenters are 
reluctant to buy the hardwoods, con- 
sidering them hard to work. Demand 
for oak flooring continues strong with 
production up slightly. 

CHARLOTTE: This town is the 
center of a large industrial area, and 
most of the lumber-buying industries 
here have ratings of AA-2 or better. 
They are not suffering because of 
L-335; in fact the order seems to be 
serving them very satisfactorily. . . 
Some local yards have good stocks 
which have been accumulated over a 
period of several months. Other deal- 
ers, however, who have heretofore 
depended on small local mills, have 
suffered reduced inventories because 
many of those mills have been forced 
to curtail production since shortages 
of labor and operating equipment 
have become acute. . . Lumber is in- 
creasingly hard to buy without rat- 
ings of AA-3 or better. There seems 
to be plenty of 2-inch dimension in 
small timbers available, but boards 
are still searce because of government 
requirements. Finishing and _ shed 
stocks and manufactured items such 
as flooring are behind and deliveries 
are slow. 

MINNEAPOLIS: War housing ap- 
proved a short time ago has become 
a construction reality in the Twin 
Cities of ‘Minneapolis and St. Paul. 
Many new units are going up and old 
units are being remodeled to provide 
additional living quarters. As a re- 
sult the demand for lumber has been 
Stepped up, and high priorities are 
accompanying orders. . . Low-grade 
lumber is finding an easier path on 
its way to the consumer. The feeling 
that the sellers’ market would soon 
be a thing of the past has just about 
dissipated and customers are being 
less choosy. There seems to be less 
feeling that the war is just about 
over, Expecting lumber to remain 
critical for a long time to come, peo- 
ple are buying low-grade stuff with 
less hesitancy than a few weeks ago. 
























MINERAL INSULATION 
FILLED BOARD BASE 
ASPHALT 


Ford-V-Neer is made in panels 44’’x14’’x 
\4” with ship-lap edges on four sides — 


can easily be cut to fit around windows 


and gables. The rigid strength and per- 
fect match built into the Ford-V-Neer 
panel aids materially in handling by the 
applicator, and speeds the work on the job. 
Ford dealers can supply Ford-V-Neer with- 
out restrictions for the immediate modern- 
ization and weatherproofing of buildings. 


Weatherometer Tested 















Ford roofing products are 
Weatherometer tested. 
Years of actual weather- 
ing reduced to a few 
days’ testing in the 
Weatherometer guaran- 
tees the durability and 
long life of Ford roof- 
ing and siding. 
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Recent emphasis on the insulation 
of buildings by Federal agencies 
to conserve fuel has created a 
very heavy demand for Ford-V- 
Neer. The excellent working 
qualities of Ford-V-Neer makes 
it a favorite with all applicators 
and we have had some difficulty 
in meeting the enormous demand 
of our dealers for stocks of this 
popular siding. We are making 
every effort to fill orders as 
promptly as possible, but we 
urge all our dealers to place or- 
ders well in advance of antici- 
pated needs. 








ge vente wa tutes 


Fred V. Holmes, president, Holmes 
Eureka Lumber Co., San Francisco, 
recently spent a two weeks’ vacation 
in the Klamath River area. 


Mr. and Mrs. Carl G. Wolflin have 
announced the engagement of their 
daughter, Miss Betty Katherine Wolf- 
lin, to Pvt. Glenn Lester Smead, of 
Camp Rucker, Ala. Miss Wolflin, now 
a WAVE in the U. S. Navy, is taking 





her basic training at Hunter College. 
New York. Her father, Carl G. Wolf- 
lin, is manager of the Wolflin West 
Side Lumber Co., Evansville, Ind. 


Miss Nancy Kerr and Cpl. Henry H. 
Ketcham, Jr., both of Seattle, Wash., 
were married in Gulfport, Miss., Sept. 
30. This marriage brings together 
two prominent Seattle families—Miss 
Kerr, who is the daughter of James 





A. W. Fairhurst, president Fairhurst Lumber Co., Tacoma, Wash. (left), Gov. Arthur B. 
Langlie of Washington (center), and Dr. Frank Liu, chief of the department of animal 





industry and fish- 
eries in the ministry 
of agriculture and 
forestry of the Chi- 
nese covernment at 
Chungking (right), 
shown at a luncheon 
given in Tacoma by 
Mr.- Fairhurst in 
honor of the Chinese 
official who spent 
some time in the 
Pacific Northwest in 
late September and 
early October, meet- 
ing lumbermen in 
the interest of study- 
ing sources of sup- 
ply for materials for 


rebuilding China 


after the war. Dr. Liu, who was educated in the United States and is a graduate of Cornell 
and Wisconsin universities, was the guest of A. W. Fairhurst, whose company did an exten- 
sive business exporting railroad ties to China before the war. Accompanying Dr. Liu was 
W. H. Woo, who was the representative of the Fairhurst Lumber Co. in Shanghai before 


the war. 


Charles Kerr and Cpl. Ketchan, who 
is the son of Mr. and Mrs. Henry H. 
Ketcham, Seattle. The senior 
Ketcham is head of the wholesale lum- 
ber business bearing his name. 


The Arcata Lumber Sales Co., 420 
Market St., San Francisco, Calif., has 
been formed as a copartnership to act 
as sales representative for the Arcata 
Redwood Co., Arcata. H. A. Libbey 
and R. W. Mathews are listed as gen- 
eral partners; A. E. Maurer, R. E. By- 
ard, and Don E. Holcomb, as limited 
partners. 


Ray Whitby, formerly with Red- 
wood Sales Co., San Francisco, Calif., 
has been promoted to a Lieutenant- 
Commander of the Navy. 


A recent visitor to Los Angeles 
was Allard Kaufman, New Orleans, 
La., representative in that area for the 
California Redwood Distributors, Inc. 
After conferences with executives of 
the Hammond Lumber Co. and Pacific 
Lumber Co., Mr. Kaufman made calls 
on member mills at Samoa and Scotia. 


William Kendrick, 17, son of George 
R. Kendrick, sales manager of Pope & 
Talbot Lumber Division, San Fran- 
cisco, is taking basic training at the 
Basic Training School, U. S. Merchant 
Marine, San Mateo, Calif. 

Lee H. Eubank, president L. H. Eu- 
bank & Son, Inglewood, Calif., left 
late in September for a business trip 
to the Pacific Northwest. 

The Atlas Lumber Co. has _ been 
formed at Los Angeles by Edward 
Bauer and Carl Porter and has estab- 
lished warehouse and office facilities 
for operation as a lumber wholesaler 
at 2035 East 15th St. Bauer and 
Porter were formerly affiliated with 
the Bohnhoff Lumber Co., Inc., Los 














117 Portage St. 


KNIGHT 


Single, Duplex and Quarter DOGS 
Saw Mills, Set Works, Edgers 


Manufactured by 


THE KENT MACHINE CO. 


Cuyahoga Falls, Ohlo 
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BOOKS THAT WILL INCREASE YOUR PROFITS 
AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 
WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 











Old ways of logging have given piace 
to the new. Mill methods have changed. But 


the 


high quality of Polson lumber never has changed. 


satka Spruce and Douglas Fir direct from our forests. Rail and water 


shipments. 


POLSON LUMBER & SHINGLE MILLS 


Division of Polson Logging Co. 
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Straight from the 
Shoulder... These 
Vital Facts Help YOU! 


© AID you in planning a profitable postwar future, 
_* Ponderosa Pine is constantly making consumer 
surveys to get ‘‘straight from the shoulder” facts 
about postwar markets. These surveys, made among 
prospective home owners, show—unmistakably—that 
there will be a tremendous demand for wood—for 
windows, doors, frames and other woodwork of 
durable Ponderosa Pine. 


Through nation-wide advertising and publicity, we 
are stimulating this basic desire for wood and direct- 
ing these postwar building prospects right to your 
door. Are you co-operating actively in the Ponderosa 
Pine program? Are you using “The New Open 
House’? This popular idea book is just about indis- 
pensable to the up-to-date retailer. 


Vondewta Fuse WOODWORK 


111 W. Washington $?. © Chicago 2, Ill. 


7 <2 ee a OO a 


“The New Open House’’—one of the most popular postwar 
planning booklets ever prepared—is continuing to help dealers 
reap more Maer when“V" Day arrives. Write today for a 
Sree sample—then order additional copies for your customers. 





PONDEROSA PINE WOODWORK 
Dept. ZAL-10, 111 W. Washington Street, Chicago 2, Illinois 
Please send me a free copy of “The New Open House.” 








THE BEST 1S YOURS—WITH PINE 
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Angeles. They plan to handle hard- 
woods, sugar and Ponderosa pine and 
plywoods, with West Coast hardwoods 
as their specialty. 


A former retail yard operated at 
Tulare, Calif. by the Hayward Lum- 
ber & Investment Co. has been pur- 
chased by Vernon L. Riedesel and 
George B. Martin, who plan to reopen 
it early in October under a partnership 
arrangement as the Tulare Lumber 
Co. Martin formerly served with King 
Lumber Co. at Arvin, Calif., and 
Riedesel with the same firm at Bakers- 
field, Calif. 





TRADE- 


Exchange War Prisoner 

Lt. Ralph H. Bockmier, Jr., Spo- 
kane, Wash., is home following excit- 
ing experiences in the European war 
zone. His plane was shot down over 
Roumania and he was taken prisoner 
by the Germans. Shortly before the 
Russians moved into Roumania he was 
exchanged with one of the first groups 
of war prisoners exchanged in that 
area during the war. Lt. Bockmier is 
the son of Mr. and Mrs. Ralph Bock- 
mier of Spokane, where his father is 


head of the Bockmier Lumber Sales 
Pilot 


of the 
The latter 


Agency and manager 
Rock Sales Agency. 








MARK 


In your hands, Mr. Dealer, are nearly all of today’s saleable stocks of lumber. 
Most of ours and the stocks of all other large mills are mobilized for war. 
As you wonder when your dwindling stocks can be replaced, is the opportune 
time to ponder what kind of lumber will replace your stock when it again 
can be replenished. Presented here is a preview of the Streamlined Lumber 
Of Tomorrow and the twelve money-in-your-pocket advantages it will bring. 


1. End-Lokt lumber forms solid, continuous 
floor, sub-floor, wail or deck surfaces because 
ends as well as sides interlock. 


2. End-Lokt lumber eliminates close end nail- 
ing and consequent splitting and lessened 
nail holding strength. 


3. End-Lokt lumber eliminates chatter re- 
sulting from one plain butted end joint falling 
over another. 


4. End-Lokt joints can fall where they may, 
i.e., they need not break over a joist or stud 

ring. This saves sawing, nails and nailing 
necessary to make two ends of plain end lum- 
ber butt over joists, studs or rafters. 


5. End-Lokt joints falling between stud or 
joist bearing are as firm and practically as 
strong as if the piece fully spanned the stud 
or joist bearing points. 


6. End-Lokt lumber saves the extra cost and 
waste involved in diagonal sheathing, sub- 
flooring and roof decking. Ends need not be 
sawed except at windows, doors and the end of 
the run. Any piece sawed off at these points 
can be used as the starter for the next run. 





SOUTHERN PINE « SOUTHERN HARDWOODS +« PONDEROSA 
PINE « WEST COAST WOODS « OAK FLOORING 
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EXCHANGE SAWMILLS 





1111 R. A. LONG BUILDING 
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Trade-Marked — 


7. The cutting, handling and nailing costs 
saved by End-Lokt lumber brings the extra 
strength, continuous surface advantages of all 
diagonal sheathing at little or no extra cost. 
8. Equal savings and advantages are gained 
in the use of End-Lokt drop siding, ceiling 
and porch lining lumber. 


9. End-Lokt, the lumber of tomorrow, makes 
possible greater recovery of better grades. This 
elimination of waste to a great extent offsets 
the extra cost of extra milling. Thus, End-Lokt 
milling operates as an economic factor in the 
supplying of plus value lumber at no premium 
in price. Especially is this true when the 
saving in labor costs it effects are taken into 
consideration, 

10. Bundled in: shorter lengths, End-Lokt 
lumber is handled easier and more speedily 
by one man on the job. 

11. Bundled End-Lokt lumber gains freight 
advantage in shipping and “yards’’ in less 
space with less handling. 

12. Bundled End-Lokt lumber simplifies the 
inventory by reduci the ity of carry- 
ing large assortments. 





Grade-Marked | 
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Sates Co. 


KANSAS CITY, MISSOUR) 





the sales organization for the Pilot 
Rock Lumber. Co., Pilot Rock, Ore. 
Before entering the air corps, Lt. 
Bockmier was a prominent member of 
the University of Washington foot- 
ball team. He also had been con- 
nected with the lumber business. 


Elected Executive 
Vice President 


Donald D. Davis has been elected 
executive vice president of the Min- 
nesota & Ontario Paper Co., Minne- 
apolis, Minn., of which Insulite is a 
division. Mr. Davis after serving in 
various executive offices in various 
companies, became president of Gen- 
eral Mills, Inc., in 1934, holding that 
office until December, 1942, when he 
resigned to become vice chairman of 
the War Production Board in Wash- 
ington, D. C. 


Appointed President 


Matthew P. McCullough, for many 
years treasurer and a director of the 
Masonite Corp., 
has been ap- 
pointed president 
by the board of 
directors to fill 
the vacancy cre- 
ated -by the re- 
cent death of Ben 


Alexander. 
At the same 
time, Charles J. 


Winton Jr., also 
a director, was 
named to succeed 
Mr. McCullough 
as treasurer, and 
John M. Coates, 
legal counsel | of M. P. McCullough 
the corporation, 

was appointed a director. 

Mr. McCullough is widely known in 
the lumber and allied industries, with 
which he has been associated through- 
out his business career. He has been 
treasurer of the Masonite Corp. since 
1928, and is also chairman of the 
board of the Employers Mutual Lia- 
bility Insurance Co., Wausau, Wis.; 
president of Alexander & Yawkey 
Lumber Co., Prineville, Ore., and a 
director of Marathon Corp., Wausau. 





Sells Company 


St. Helens Manufacturing Co., Cen- 
tralia, Wash., wood and metal work- 
ing concern, has been sold to Roy 
L. Farrell and S. Scholtens of Seattle 
by Mrs. A. R. Badger, whose late hus- 
band established the concern. 


Company Reorganizes 


A. G. Naundorf and six other of- 
ficers and department heads of the 
Baird-Naundorf Lumber Co., Spokane, 
Wash., have purchased the interests 
of the Thomas Baird estate in the 
company’s wholesale and manufactur- 
ing plant in Spokane and its sawmill 
at Twin Lakes, Idaho, 

Simultaneously, Ray W. Beil pur- 
chased the company’s retail depart- 


ment in a deal which includes the land, 
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« | Pope & Talbot, Inc. Lumber Division 


Lt. 
of Mills at: Port Gamble, Wash., St. Helens, Ore. | ‘ Loading creosoted Doug- 
ot- " 7] . = las Fir piling 135 ft. long 
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Portland, Eugene, Seattle, New York, ! 
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Hardware in good taste is quick- 
ly recognized anywhere. It not 
only makes sales easier and fast- 
in er but also builds up an envi- 
ith able trade to your door and high 
h respect for your judgment of 
Jal quality merchandise. * 
en 
Available in our complete all 
ice from one source line, are W.T. FERGUSON 
the ~ (real. time and, money ne apr p a wide variety 
la- fully v d and individ. of designs and colors. Write us U Stel a Co 
8.5 vally "pac ed Iie srona about your hardware needs. L EQ Oo. 
ey clearly marked envelopes 
a iatttection! -vesdy te National Lock Company ST. LOUIS, MISSOURI | 
au. oe cls nno~ Hho Cabinet Hardware Division ~ 
sales time. . Rockford, Ilinois 
on- (" 
rk- fi a at : 
Oy é 3 
tle | 
us - 
SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
of- *THE McCLOUD RIVER LUMBER SHEVLIN PINE a ee 
A PINE 
che COMPANY 
ne, McCloud, Calif. eases ae (PINUS PONDEROSA) 
“ *THE ra ees COMPANY 900 First National Soo Line Building SUGAR (Genuine White) PINE 
end, n 
ar *Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA {PINUS LAMBERTIANA} 
ill tion, Portland, Oregon. DISTRICT SALES OFFICES: 
ir- an NEW YORK a om Aci nbs "Ph 
rt- 1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. Monead ig. 
ad, Fine Woodwork Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 | 
* ies 
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buildings, equipment, and inventory of 
the present yard. Mr. Beil, who 
started the retail yard Jan. 1, 1926, 
and managed it for more than twelve 
years, resigned as industrial analyst 
of the district War Production Board 
on Sept. 30. The retail concern will 
be known as the Ray Beil Lumber Co. 

Mr. Naundorf, who with the late 
Thomas Baird founded the firm in 
1924, will continue as president and 
manager of the Baird-Naundorf com- 
pany. Others who joined him in the 
purchase of the Baird estate’s inter- 
ests are Fred J. Miller, vice president, 


treasurer, and assistant manager; 
M. C. Naundorf, secretary; Ed John- 
son, general superintendent; George 
C. Sapp, plant superintendent; Robert 
C. Cobain, logging and sawmill super- 
intendent, and Joe Kurilovitch, payroll 
department head. The company will 
continue under the same name. 

For the duration of the war the 
plant has and will be operated as a 
Central Procurement Agency storage 
yard under control of the U. S. Army 
corps of engineers. The company, 
which carries a stock of several mil- 
lion feet of lumber, has a postwar 





Inexperienced Hands 
Can Operate 


AE CHAIN SAW 


after a few minutes 
instruction 


S H.P. MALL Gasoline 








Unskilled laborers are felling trees with MALL Chain Saws FOUR TIMES FASTER 
than is possible by hand sawing, at a surprisingly lower cost. 
undercuts and 2-inch stumps add extra lumber to every tree. 
MALL Chain Saws are easy to handle, easy to operate and extremely portable on 
operations with heavy undergrowth. 
The powerful 2 stroke cycle design, air cooled gasoline engine starts easily, has a 
stall-proof clutch and uses very little fuel. The convenient handle throttle places full 
control at the operator’s finger tips. A 360 degree index permits fast, accurate, hori- 
zontal, vertical and any angle cuts. Safety guard on all models assures full protection. 
Electric, Gasoline Engine and Pneumatic chain sharpeners are available for use in 
shop or field. Pneumatic Chain Saws in 24”, 36” and 48” sizes also available. 
Write at once for full information. Demonstrations can be arranged 


MALL TOOL COMPANY, 7733 South Chicago Ave., Chicago 19, Ill. 


AUTHORIZED DISTRIBUTORS: IDA.: Sawtooth Co., Boise. KY.: Brandeis 
Mach'y & Supply Co., Louisville. MASS.: Eggleston Supply Co., Boston. 
MINN.: G. N. Carlisle, Duluth, Gopher Equip. & Supply Co., Minneapolis. 
MO.: Victor L. Phillips Co., Kansas City, Geo. F. Smith Co., St. Louis. 
N. Y.: Slade Tractor Co., Albany. ORE.: Cramer Mach'y Co., Portland. 
PA.: Sincavage Chainsaw Co., Plaines. SO. DAK.: Rapid City Implement 
Co., Rapid City. WASH.: A. H. Cox Co., Seattle. 


In addition, smaller 











program which should provide con- 
tinuous employment for its workers. 

Mr. Beil, who managed Lumber 
Promotion, Inc., a lumbermen’s service 
for all retail yards of the city, until 
September, 1942, and later was in 
charge of private war housing in the 
Northwest, says the newly purchased 
yard will handle building materials, 
lumber, paint, hardware, and fuel, 
adding a complete line of electrical 
equipment and stokers in the spring. 


Will Build Two New Sawmills 


Tehama Logging & Timber Co., San 
Diego, Calif., is reported to have War 
Production Board approval for major 
scale lumber operations to be started 
immediately in Tehama County. Con- 
struction on a 15-mile road into a 
50,000-acre tract of timber near Pas- 
kenta in the southwestern end of the 
county is under way. It is reported 
the tract contains enough timber to 
cut 50,000,000 board feet per year for 
50 years. 

A sawmill is to be constructed at 
Camp Pattén, 15 miles west of Pas- 
kenta and another is to be erected in 
Corning. At Corning it is planned 
to erect a planing mill, box factory 
and molding plant, a plastic plant and 
an alcohol distillery. The plastic 
plant will use the waste from the 
distillery. The main plant at Corn- 
ing will be located on a 50-acre tract 
along the Southern Pacific tracks. 

Installations at Camp Patton and 
Corning are expected to cost in ex- 
cess of $2,000,000. A. B. Angle is 
manager of the company. 


Guest of Honor 
Dr. Raphael Zon, since 1923 director 


of the Forest Service’s Lake States - 


Experimental Station, at St. Paul, 
Minn., was guest of honor at a dinner 
in Milwaukee, Wis., given by 40 col- 
leagues from the U. S. Forest Service 
in recognition of his long service, from 
which he is retiring. He came to this 
country as a Russian immigrant, 
joining the service in 1901 as research 
man. 

During his long identification with 
forestry work, Dr. Zon wrote 210 
scientific papers on forestry, dealing 
with many phases of silviculture. 


Tree Farm Certified 


The forest properties of the Michi- 
gan-California Lumber Co., Camino, 
Calif., have been certified as a Western 
Pine Tree Farm by the Western Pine 
Association in recognition of the com- 
pany’s cutting rules, fire protection, 
and disease control programs. Named 
the Camino Tree Farm, these forest 
lands are now being managed on a 
sustained-yield basis, which assures 
continuous production. 

The company’s forest tract is lo- 
cated in the California sugar pine belt 
on the western slope of the Sierra 
Mountains and embraces a total of 
76,444 acres of land in fee. Of this 
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area, about 31,300 acres are cutover 
and 45,144 acres are old growth 
timberland. 

Swift Berry is manager of the 
Michigan-California Lumber Co. and 
William B. Berry is logging engineer. 


Observes 87th Birthday 
Anniversary 


Fred D. Abell, president and treas- 
urer of the Palmetier & Abell Lumber 
Co., Waukesha, Wis., observed his 87th 
birthday anniversary on Sept. 30. Mr. 
Abell, a veteran of 52 years service 
in the lumber and fuel business was at 
his desk as usual on his anniversary 
to take care of customers. 

Because of a recent illness, Mr. 
Abell has assumed an advisory posi- 
tion and leaves details of management 
to his office staff. Always active in 
the Wisconsin Retail Lumbermen’s 
Association, Mr. Abell is now serving 
as director of the organization and is 
chairman of the board of Retail Lum- 
bermen’s Mutual Insurance Co. 


Opens New Warehouse 


U. S.-Mengel Plywoods, Inc., jointly 
owned by The Mengel Co. and United 
States ‘Plywood Corp., has opened a 
new plywood distributing warehouse 
at New Orleans, La., fourth in the 
chain which, according to L. B. Olm- 
sted, vice president and general man- 
ager, will be extended to other cities. 

Since the first of the year, units 
have been opened at Louisville, Ky., 
Jacksonville, Fla., and Atlanta, Ga. 
The New Orleans warehouse will be 
managed by Ted F. Mathes, a native 
of New Orleans and for the past 15 
years on The Mengel Co. selling staff. 


New Sales Representative 


The Savogran Co., manufacturers of 
paint, - wallpaper - floor - and brush- 
cleaners, crack fillers, wood putty, 
and fluor bleaches, has appointed H. D. 
Ackerman sales representative for 
southwestern territory, effective Sept. 
15. Mr. Ackerman, formerly with The 
Glidden Co., will have charge of sales 
of Savogran products to the paint, 
hardware, and lumber trade in south- 
western territory. His address is P. O. 
Box 1612, Fort Worth, Tex. 


Executives Tour Company's 
Plants 


Six Monsanto executives on Oct. 9 
began their annual “good housekeep- 
ing” tour of American plants of Mon- 
santo Chemical Co. which has head- 
quarters in St. Louis, Mo. Two of the 
plants will be designated as winners 
of awards for outstanding mainte- 
nance of facilities. 

In the party are George A. Yocum, 
St. Louis, chairman; C. B. Durgin, 
Anniston, Ala.; P. A. Singleton, Ever- 
ett, Mass.; K. M. Irey, Springfield, 
Mass.; W. H. Burrell, Karnack, Tex.; 
and J. L. Hawn, St. Louis. 





On Furlough from South Pacific 


Completing 26 months of service 
with the Army Transport Corps in 
the South Pacific battle areas, Robert 
Elliot, private first class, was home 
on furlough in mid-September with 
his father, Floyd Elliot, manager of 
Schafer Bros. Lumber & Shingle Co. 
at San Francisco. 


Awarded Croix de Guerre 


Roy B. James, wholesale lumber 
dealer at Huntington Park, Calif., Los 
Angeles suburb, has been advised that 
his son, Col. Frank B. James, was one 
of 46 officers and enlisted men awarded 





the Croix de Guerre for his part in 
planning and executing secret opera- 
tions for flying ammunition and sup- 
plies to French Forces of the Interior. 
Col. James is also the holder of the 
Distinguished Flying Cross and the 
Air Medal with two oak leaf clusters. 


New Manager of Factory Sales 


Appointment of Fay L. Foval as 
manager of factory sales of The Long- 
Bell Lumber Co., with headquarters at 
Longview, Wash., has been announced 
by Earl H. Houston, general sales 
manager. Mr. Foval succeeds Thomas 
A. Kemp, who resigned effective Sept. 
15, to open a lumber brokerage busi- 
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WHEN ABESTO COMES ON THE JOB -- 
IT IS READY TO GO TO WORK! 


NO TIME IS WASTED IN HEATING—Abesto 
is the material for cold process built-up roof 
construction and recoat work. 


NO TIME IS WASTED IN DOUBLE HANDLING 
—pour Abesto on and spread. Time saved is 
money saved. 

CHANCE PLAYS NO PART IN THE MAKING 
OF ABESTO—it arrives on the job scientifi- 
cally made under controlled conditions and 
builds a better roof at a lower cost. 





Send today for complete information and specifications. 


Abesto Manufacturing Co., ““inac..” 
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PRODUCERS and SHIPPERS 





29 Yeats 
CAR and CARGO WHOLESALE ONLY 
Large and Long Timbers - Fir Piling up to 150 ft. 


A. 


PATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 








This pre-war picture illus- 
trates how we used to pride 
ourselves on our well assorted 
stocks to serve customers. 
With Victory we will again 
plan to offer a well-rounded, 
_ dependable service in South- 
ern Pine, Hardwoods, Oak, 
Beech and Pecan Flooring. 





TREMONT LUMBER COMPANY 


HERBERT MOSS, 
— General Sales Manager R oc h e e , L a. 
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HARDWoo 
SOFT Woon 
CAYUTA BRAND 


HARDWOOD 
FLOORING 


We have been many years building 

MAHOGANY Ye, up our reputation for quality and cus- 
UT tomer satisfaction. It distresses us 

WA LN , that under current operating and sup- 
SAW MILL ply conditions we are unable to meet 
CAPY. 25,000 - even the needs of our regular custo- 
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KILN j mers. whose forhearance we solicit 
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ness in Longview under the name 
Enterprise Sales Co. 

Mr. Foval has been with the Long- 
Bell organization for 21 years. 


Adds to Responsibilities 

Herbert S. Davies has been ap- 
pointed assistant sales manager of 
The Wooster Brush Co., Wooster, 
Ohio. Associated with the company 
for fifteen years, he will continue as 
manager of advertising and sales pro- 
motion. 


Promoted 

Wood Conversion Co., manufacturer 
of Balsam-Wool and Nu-Wood, an- 
nounces the pro- 
motion of P. L. 
Berquist to dis- 
trict manager of 
Chicago territory. 
Mr. Berquist, who 
for the past sev- 
eral years’ has 
been sales super- 
visor for Michi- 
gan, Ohio, and In- 
diana, has now 
assumed _ charge 
of sales for the 
foregoing States P. L. Berquist 
as well as Illinois, Kentucky, Missouri, 
Oklahoma, Louisiana, and Texas. His 
engineering training and merchandis- 
ing ability make it possible for him 
to offer real assistance to lumber deal- 
ers in their sales of insulation. 


Retires from Active 
Management 

Russell Bordeaux, president Hyak 
Lumber & Millwork, Inc., Olympia, 
Wash., announced Oct. 1 that he has 
retired from active management of 
the firm and henceforth will make his 
home in San Francisco, but will con- 
tinue as president of the company. 
V. L. Johnson, vice president of the 
firm, has assumed Bordeaux’s duties 
as general manager. Clarence Tan- 
ner, former millwork department esti- 
mator, has been named manager of 
the company’s retail department. 


Named Deputy 

Lt. (jg) Lawrence J. Fitzpatrick, 
USNR, formerly associated with the 
J. J. Fitzpatrick Lumber Co., Madison, 
Wis., has been named deputy to the 
office in charge of the Central Procur- 
ing Agency offices in Memphis, Tenn., 
Shreveport, La., and New Orleans. 


Gets Ready for Postwar 
Expansion 

In line with plans for expanded op- 
eration after the war, the Milcor 
Steel Co., Milwaukee (subsidiary of 
Inland Steel, Chicago), has purchased 
The J. M. & L. A. Osborn Co. of 
Cleveland. The Osborn Co.,  estab- 
lished in 1859, is one of the country’s 
pioneer manufacturers and distribu- 
tors of sheet metal products, whose 





‘ lines closely parallel those of Milcor. 


It operates branches in Buffalo, De- 
troit and Cincinnati. 

The J. M. & L. A. Osborn Co., Di- 
vision of Milcor Steel, will continue 
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with the present organization. It will 
later be supplemented. by Milcor peo- 
ple to handle those Milcor products 
not carried by Osborn. 


New Sales Manager 


Stirling Lumber Co., Pittsburgh, 
Pa., wholesalers and distributors of 
lumber and U. S. Gypsum products, 
announce the affiliation of James A. 
Stoner as sales manager of the 
wholesale department. Mr. Stoner 
has been connected with the whole- 
sale activities of Weyerhaeuser Sales 
Co. in Pittsburgh for many years and 
in his new capacity will serve the 
retail lumber dealers and industrial 
trade in the Pittsburgh section. The 
Stirling Lumber Co. offers direct mill 
or warehouse service. 


C. L. Owens 


Opens New Branch Office 


A broader service to the building 
industry in Michigan, through the 
opening of a new Celotex branch of- 
fice in Detroit, is announced by Henry 
W. Collins, vice president in charge 
of merchandising of The Celotex 
Corp. Fred B. Fresen is manager of 
the new office, which opened Oct. 2 
at 735 Penobscot Building. 

Mr. Fresen, formerly assistant man- 
ager of the Celotex branch office in 
Chicago, has been in sales work for 
the company since 1934. The Detroit 
office will serve all of Michigan except 
the Upper Peninsula. and 


H. D. Bates 








Three Executive Appointments 


Three appointments to executive 
positions in the sales and advertising 


departments of 
The Philip Carey 
Manufac- 
turing Co., pro- 
ducers of building 
materials and in- 





G. B. Johnston 


dustrial products, 
Lockland, Cincin- 
nati, Ohio, have 
been announced 
by E. W. (Pat) 
Smith, vice presi- 
dent and general 
sales manager. 
Harold D. 


Bates who was assistant advertising 
sales promotion manager for 































Johns-Manville at New York prior to 
his present appointment, has been 
named advertising and sales promo- 
tion manager. 

Chester L. Owens has been named 
assistant general sales manager. He 
joined The Philip Carey Co. as a sales- 
man in 1927 and later -served as 
branch manager at Omaha and Chi- 
cago. For the past ten years he has 
been manager of the company’s Cin- 
cinnati branch. 

George B. Johnston, who becomes 
general merchandising manager, was 
formerly manager of the marketing 
division. In his nineteen years with 
the Carey organization, he also served 
in various capacities including man- 
ager of the contract department at 
Louisville and assistant branch man- 
ager at Chicago. 

All three men will make their head- 
quarters at the company’s Cincinnati 
office.’ 


Pacific Northwest Advisory 
Board Meets 


Harry D. Smith, Tacoma, Wash., 
western zone traffic manager for 
Weyerhaeuser Sales Co., presided at 
the 60th session of the Pacific North- 
west Advisory Board, of which he is 
president, held in Spokane, Wash., in 
late September. Frank P. Borden, 
traffic manager of Douglas Fir Ply- 
wood Association, Tacoma, reviewed 


















YOUR CUSTOMERS WANT 


era matic 


ELECTRIC HANDSAWS... 








...why don’t YOU sell them? 


A lumber yard is the natural outlet for Speed- 
matic Saws because every lumber buyer needs 
them now or will need them soon. In your own yard, 
where customers will see it work, SPEEDMATIC will 
pay for itself doing many jobs faster, better than 
they've ever been done before—automatically pro- 
viding demonstration facilities hard to match else- 
where. 








Speedmatic does the job quicker, 
better, AT LESS COST! 


Justthe right 
weight and handiness 














you'll ever need. It’s 
patsy balanced for one- 
and operation in any posi- 
tion. ra-wide shoe as- 
sures steadier, truer cut. 
Blade enters cut at 7, 
r.p.m. — so fast it practi- 
cally feeds itself. Write 
for dealer i or on 
SPEEDMATI and other 
top-notch Porter-Cable 
electric tools. 


PORTER-CABLE 
Machine Co. 
























1600-10 N. Salina St., Syracuse 8. N. Y. 
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Help Your Customers 
CONSERVE HEAT * MAKE FUEL 
LAST LONGER * REDUCE FUEL COST 


Transparent, shatterproof R-V-LITE is 


an effective insulator. 
cold out... 


of this loss. 


R-V-LITE nationwide publication 
advertising makes 


LITE dea! 


ARVEY 


3472 N. Kimbal 


retains humidity. Heat- 
ing engineers assert that as high as 
30% of the heat generated in the 
average home is lost through the 
glass window panes, when not covered 
by storm doors and windows. Properly 
fitted storm doors and windows of 
R-V-LITE will prevent the greater part 
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Keeps heat in, 
A New Low-Cost, All- 
Purpose Window 
Material 


R=-V=-TEX 


A special heavy duty 
fabric impregnoted 
with R-V translucent 
weatherproof com- 
pound. Freely admits 
- ultra violet rays. 150- 
ft. rolls, 36” wide. 
Send a trial order to 
your jobber today. 
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prospective carloadings for the fourth 
quarter of the year at the meeting. 
Also attending the sessions was J. P. 
Summers, traffic manager for Henry 
Mill & Timber Co., Tacoma. 


Partnership Interest Divided 


Gledhill & Kime Lumber Co., estab- 
lished in 1911 by A. C. Gledhill and 
O. F. Kime, has been divided by agree- 
ment. The plant at Crestline, Ohio, in 
future will be owned and operated by 
A. C. Gledhill Lumber Co., and the 
plant at Bucyrus, Ohio, owned and 
operated by O. F. Kime Lumber Co. 
The change took place as of Oct. 1. 

The same operating personnel will 
be retained for both places. Mr. 
Kime’s office at Crestline will be con- 
tinued for a short time at the present 
location for winding up the affairs of 
the partnership outside of the retail 
yards. 


Appointed General 
Traffic Manager 


Paul R. Dupree, for the past four 
years traffic manager for American 
Lumber & Treating Co. at Jackson- 
ville, Fla., has been appointed general 
traffic manager, according to an- 
nouncement by J. F. Linthicum, presi- 
dent. 

Mr. Dupree will now handle traffic 
matters involving ten wood-preserving 
plants scattered from Oregon to Flor- 








Large quantities of Craig 
Mountain Pine are now going 
into the boxing and crating 
needs of the armed forces. As 
a result, our usual service to 
dealers and industrial users has 
been impaired. We ask the in- 
dulgence of all we are forced to 
disappoint. We'll be back with 
Craig Mountain quality and 
service as soon as the Victory 
is won. 











CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 
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ida and up to New Jersey. Although 
American Lumber & Treating Co.’s 
general offices are at Chicago, Mr. 
Dupree will continue to handle traffic 
work from the Southeastern district 
office at Jacksonville. 


Additions to Sawmills 
Increase Facilities 

Ralph L. Smith, president of the 
Pondosa Pine Lumber Co. and of the 
Ralph L. Smith Lumber Co. has 
announced the 
completion of ad- 
ditions to mills of 
both companies. 

A large addition 
to the Pondosa 
Pine Lumber Co. 
at Elgin, Ore., has 
been completed. 





Ralph L. Smith 





Planned espe- 
cially to increase 
facilities for the 
manufacture of 
glued-up stock, 
the addition will 
house the most 
modern equip- 
ment, including a 
new type Billstrom glue clamp revolv- 
ing carrier, Mattison 202 straight line 
rip and Mattison glue jointer. The 
company has on order a Yale-Towne 
2-ton electric lift truck and a Ross lift 
truck and Ross carrier. 

This Elgin addition enables the Pon- 
dosa Pine Lumber Co., of which F. S. 
Emery is superintendent, to better 
serve users of glued-up stock. 

At the Klamath Falls, Ore., mould- 
ing factory of the Ralph L. Smith 
Lumber Co., increased facilities for 
the manufacture of glued-up stock 
have been provided with by completion 
of a 60x240-foot addition of truss roof 
type construction. 

In announcing completion of this 
modern glued-up stock department, 
Mr. Smith stated that it will be equip- 
ped with the most modern machinery, 
including a new type Billstorm glue 
clamp revolving carrier, Mattison 202 
straight line rip, Mattison glue jointer, 
a 12-inch Mattison moulder and simi- 
lar up-to-date equipment, to make full 
use of the 14,400 square feet of unob- 
structed floor area which the truss 
roof construction provides. 

Lloyd Potter is superintendent of 
the Klamath Falls plants and A. B. 
Hood is general manager of the Ralph 
L. Smith Klamath Falls plant, the 
Canby sawmills, and the Alturas box 
factory. 


Forestry Miscellany 
Farm Woodlot Marketing Plan 

The market situation for forest 
products was discussed at a meeting 
of the Lincoln County Agricultural 
Committee held recently in Merrill, 
Wis. The group is seeking to find 
out how many timber and farm wood- 
lot owners would be interested in a 


co-operative marketing plan and will 
be glad to hear from them. 

Addressing the group was Edward 
Hill, Soil Conservation Service, speak- 
ing on similar activities in western 
Wisconsin. The committee decided to 
accept his offer to have an experi- 
enced forester from that service make 
a survey and inventory this fall and 
winter. 


National Forest Timber Yield in 
Colorado, Wyoming, and South Dakota 

Timber harvested on the fourteen 
Colorado national forests in the fiscal 
year which closed June 30 totaled 
46,961,000 board feet, of which the 
Roosevelt forest is credited with the 
largest cut, 9,179,000 board feet, 
according to Regional Forester John 
W. Spencer. 

National forests in Wyoming 
yielded 49,947,000 board feet, with 
the Medicine Bow leading all other 
forests in the region with 19,377,000 
board feet. The two national forests 
in South Dakota produced 22,197,000 
board feet. 


Forest Service Personnel Changes 

Roy A. Phillips, supervisor on the 
Kaniksu National Forest, with head- 
quarters at Sandpoint, Idaho, will 
transfer to the regional office at Mis- 
soula, Mont., in October to head the 
postwar planning work program of the 
Forest Service in that region, Regional 
Forester Evan W. Kelley announced 
recently. 

Mr. Phillips will be succeeded by 
Perey E. Melis, who will be trans- 
ferred from the Clearwater National 
Forest with headquarters at Orofino, 
Idaho, where he has served as super- 
visor for the ‘past three years. Ed- 
ward F. Barry is returning from the 
Guayule Emergency Rubber Project 
in California to take the position 
vacated by Mr. Melis. 

Anticipating a need for forest work 
projects to help fill an unemployment 
gap that may develop in the postwar 
adjustment period, the Forest Serv- 
ice has prepared a work program 
aimed toward the protection and de- 
velopment of the resources of the 
eighteen national forests in Region 
One. The program can be expanded 
or contracted to fit any national pub- 
lic works program that may be un- 
dertaken, Forester Kelley stated. Mr 
Phillips will coordinate the detailed 
planning for the program projects and 
the determination of priorities that 
will bring maximum public benefits 
in the management of the nationa! 
forests, he said. 


Cork Oak Trees 


Specimens of cork bark stripped. 


from Southern California cork oak 
trees by Prof. Woodbridge Metcalf, 
specialist in forestry for the agricul- 
tural extension service of the Univer- 
sity of California, have been sent to 
Baltimore, Md., to form a part of the 
exhibits in a display of such products 
held in that city. 

Several thousand cork trees have 
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Trade Mark Reg. U. 8S. Pat. Off. 








PAR-TOX 


: comes in 
CONCENTRATED Form 


Every gallon of PAR-TOX makes 
4 AW MoM ! L 1 Ss 30 gallons of toxic solution — by 





AVAILABLE FOR simply adding 29 gallons of low- 
) Rn Oo ot PT D e 4 ? Vv & RY cost. reducing agent, available 
locally. 


Sturdy and dependable. Fast, accurate saw- 
ing assured. Why pay 30 times the necessary 
Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. Specify 
Various sizes and dogs to meet your needs. 


4 years’ experience in building Saw 
5 Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT 


transportation cost? 





“Par-Tox Treated” 
on your next order. 










mpm RA PARKER & SONS CO. 


— OSHKOSH, WISCONSIN 













Nation -Wide 
FIELD WAREHOUSING 





has proven superior, 
as the 6-Bit Head of 
this type can readily 
be used in most 
Matchers. The Bits 
are clearance pro- 
tected and readily ad- 
justed to the normal 
range of thickness of 
eased edge stock. The 


Head may also be fitted for matching, plain joint- 


DOUGLAS-GUARDIAN 
WAREHOUSE CORPORATION 


New Orleans 1: Chicago 3: New York City 4: 
118 North Front St. 100 W. Monroe St. 50 Broad St. 


Write to one of the addresses above and we will have a representa- 
tive from the nearest of our 16 nation-wide offices get in touch with you. 


ty 144 Drives’ em in at 
a? machine-gun speed 
a 


ing, siding or shiplap. 

Let us mail you particulars about the Shimer 
~ 2a or Eased Edge Heads. We will also send you a copy 
AUTOMATIC DIAMOND POINT DRIVERS of the Shimer Pattern Book and Catalog. 


Speed up Victory! Glaze with one hand. Efficient from ° 
EVERY position and angle. Securely holds clips of 100 Write today. 
DIAMOND POINTS which won't bend or corrode and drive 


into hardest wood e Red Devil Diamond Points 43° and ‘9’ are 
available in boxes of fifty sticks of 100 each (5,000 points 


LANDON P. SMITH, Inc. + IRVINGTON, N.J., U. S.A. 


Glaziers and Painters Tools and Machines Since 1872 





SAMUEL J. SHIMER2&SONS.INC. 


, Milanufacturers of PENNA 
enema ae The Shimer Cutter Heads 5 : 
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VENEER PLANT 
EQUIPMENT | 


Automatic Hot Press Loaders 
Automatic Hot Press Unloaders 
Hot Press Feed Elevators 

Hot Press Off Bearing Elevators 
Hydraulic Elevating Tables 
Electric Elevating Tables 


Saw Mill Equipment 


Planer Feed Break Down Eleva- 
tors 

Dry Kiln Car Lumber Stackers 

Kiln Car Lumber Unstackers 


Elevating Tables for 


Smooth End Trim Saws 

Sticker Machines - Regrade Chains 
Rip Saw - Band Resaws 

Cut Off Saws and Planers 

Electric Lumber Transfers 


We Specialize in Designing Saw Mill 
and Veneer Equipment 


What Are Your Problems? 


AMERICAN 


MANUFACTURING CO. INC. 
2119 Pacific Ave., Tacoma 2, Wash. 


RED CEDAR POSTS 


G T & Arkansas Red Cedar 

Posts; Rounds, Splits, Bark On. Assorted 

Sizes, 2 Top to 7” Top, Lengths 612’ to 12’. 
Write for prices. 


U.S. CEDAR CORPORATION 














4903 Delmar Blvd., St. Louis 8, Missouri 


WHEN YOU TRAVEL to PITTSBURGH 
ETOP AT 









Pittsburgh's 
Newes? ? 


Popular with War-Busy Officials 
a 


Rete~ 
SINGLES DOUBLES 


$3.30 to 4.40 $5.00 to $6.50 
Radio & Bath in Every Room 










A KNOTT HOTEL - JOS. f. DUDDY, Mgr. 





VEST POCKET 
READY RECKONER 


A useful vest pocket manual 
including a lumber calcula- 
tor for standard sizes, log 
rules, estimated weights of 
lumber and miscellaneous 
useful lumber tabulations. 


Prepaid, 50 cents 


AMERICAN LUMBERMAN, Publisher 
139 N. Clark St. Chicago 2, Illinois 
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already been distributed throughout 
California in a cooperative project for 
cork oak tree growing sponsored by 
the university. It was announced by 
M. H. Kimball, assistant State farm 
adviser, Los Angeles, that applica- 
tions for free 1945 cork tree plant- 
ings can now be made to the State 
Agricultural Department. 


"E" Award 


The Corinth Machinery Co., Corinth, 
Miss., received the Army-Navy pro- 
duction award at special ceremonies 
at 5:30 p. m. on Friday, Oct. 6, in its 
main plant. Brig. Gen. M. C. Tyler, 
C. E., Division Engineer, Lower Mis- 
sissippi Valley Division, Corps of En- 
gineers, presented the award, which 
was accepted by Paul T. Jones, Sr., 
president of Corinth Machinery Co. 


Transfer Western Office 


The Timber Engineering Co. (Teco) 
has transferred its western office from 
Portland to San Francisco in order to 
help meet the increasing demand for 
technical lumber services throughout 
the Pacific Coast. Alden K. Smith, 
transferred from Portland, is manager 
of the new office, which is located at 
450 Monadnock Building. Ware- 
house stocks of connectors and tools 
continue to be carried in Portland and 
stocks are also being placed in San 
Francisco. 


. . Obituaries 


Word of the death of PAUL T. SAN- 
DERSON in Mexico City on Oct. 10 was 
received just as this issue of American 
Lumberman was going to press. Mr. 
Sanderson was president of the South- 
ern Pine Association and head of the 
Sabine Lumber Co. of Missouri, and 
Texas Long Leaf Lumber Co. of Trinity, 
Texas. Obituary of Mr. Sanderson will 
appear in our next issue.—Editor. 


FRED H. ALEXANDER, 66, propri- 
etor of Home Lumber Yard, Spencer, 
Iowa, died at his home in Sioux City, 
Iowa, Sept. 6, following a long illness. 
At one time he was associated with the 
Loonan Lumber Co. and with Thompson 
Yards, Inc. Surviving are his widow 
and a sister. 


DAN ANGST, 66, superintendent of 
The Pacific Lumber Co. terminal at 
Field’s Landing, Calif., died recently. 
Surviving are his widow, a son, daugh- 
ter, and brother. 


MARION T. BELL, 67, formerly pro- 
prietor of the Bell Lumber Co., Fort 
Smith, Ark., who established a lumber 
company in Tulsa in 1933, died suddenly 
Sept. 25 in Tulsa, Okla. Survivors in- 
clude two sons and a daughter. 





JOHN “JACK” BENNETT, 65, pioneer 
Grays Harbor logger, died Sept. 19 in a 
Hoquiam (Wash.) hospital, following a 
short illness. He had been employed by 
the Polson Logging Co. since it started 
operations 45 years ago and had hired 
thousands of men. About five years 
ago, he assumed charge of the com- 
pany’s freight department, and was ac- 
tive until stricken by his fatal illness. 
He is survived by his widow. 





MERLE D. BISHOP, 48, president 
Builders Emporium, El Cerreto, Calif., 
and Hoo-Hoo 30332, died recently of 


a heart attack while working in his 
garden. In 1927 he became secretary- 
manager of the Coast Counties Lum- 
bermen’s Club, where he remained un- 
til he entered business in the Build- 
ers Emporium in 1935. 





JOHN A. BORDER, 86, for many 
years operator of a sawmill and lumber 
business in Warren, Ind., died Sept. 21, 
following an operation a few days pre- 
vious. Surviving are his widow, two 
sons, two daughters, and a stepson. 


LINN S. CHAPEL, 62, president Linn 
S. Chapel Co., Inc., Elmira, N. Y., and 
president Riverside Builders Supply Co., 
Corning, N. Y., died Aug. 29, after a 
long illness. He was active in civie and 
church affairs and a member of various 
organizations. His widow survives him. 





CHARLES H. CHAPMAN, 69, founder 
and head of C. H. Chapman Lumber 
Co., Santa Ana, Calif., died at his home 
in that city on Sept. 18. He had served 
in various civic capacities. Surviving 
are his widow, three daughters, two 
sisters, and two brothers. 


HARRY E. CHRISTIANSEN, 55, pres- 
ident of the General Lumber Co., Mil- 
waukee, Wis., and member of a promi- 
nent Wisconsin lumbering family, died 
at a hospital there Sept. 25, following 
an extended illness of a heart ailment. 
In 1911 Mr. Christiansen went to Mil- 
waukee from Wausau and became a 
lumber salesman. He was also vice 
president of Hackley-Phelps-Bonnell 
Co., Phelps, Wis., for thirteen years. 
He sold lumber wholesale, while his 
brother, Clarence M. Christiansen, pres- 
ident of C. M. Christiansen Co., Phelps, 
Wis., with whom he was associated, 
produced it. He was a member of vari- 
ous organizations. Besides his brother, 
survivors are his former wife, a son, 
and a sister. 


CLARENCE lL. CROAN, 78, retired 
lumberman, tie dealer and cooperage 
man, died Sept. 28 in Louisville, Ky., 
after a long illness, having been a 
patient at a hospital there since last 
April. At one time he was an official 
of the Ferguson Lumber Co., Louis- 
ville; Croan & Griffin, and also was in- 
terested in the Campbellsville Cooper- 
age Co. He is survived by his widow, 
three daughters, and two brothers. 


T. M. DEAL, 73, president of the T. M. 
Deal Lumber Co., which owns and oper- 
ates fifteen retail lumber yards in Kan- 
sas and Oklahoma, with general offices 
in Wichita, Kan., died Sept. 12 in a hos- 
pital in Long Beach, Calif., where he 
had been critically ill following a heart 
attach suffered Sept. 7. Mr. and Mrs. 
Deal had been in California for some 
time when he was stricken. Mr. Deal 
entered the lumber business in 1889 
and in 1900 established his own whole- 
sale lumber office in Wichita and later 
that year entered the retail field with 
the late Joseph Trent. Mr. Deal was 
also president of the T. M. Deal Oil & 
Gas Co. and the Apex Petroleum Corp., 
Ltd., Long Beach, Calif. He was promi- 
nent in civic affairs in Wichita. Sur- 
vivors include his widow, two 
daughters, and two brothers. 





JOHN BLAIR DICKISON, 74, pioneer 
southwest Washington logger and for 
many years superintendent of the Mud 
Bay Logging Co. near Olympia, Wash., 
died in an Olympia hospital Sept. 11. 
Survivors include his widow, six sons, 
a brother, five grandchildren and one 
great grandchild. 


REGINALD ELLIOTT, 55, manager of 
Southern Illinois Lumber Co., Albion, 
Ill., died unexpectedly at his home there 
Sept. 19, of a heart attack. He is sur- 
vived by his widow and a son, Elmore 
Elliott, manager of the Southern Illi- 
nois Lumber Co. at Enfield, Ill. 
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GAIGE C. FERRIS, 65, proprietor of 
T. A. Ferris & Son, Lincoln, Mich., died 
suddenly Sept. 7 in a hospital in Alpena. 
He had been in failing health for the 
last several weeks. Mr. Ferris entered 
the lumber business in partnership with 
his father, the late T. A. Ferris. He 
was active in civie affairs and a mem- 
per of various fraternal organizations. 
He is survived by his widow, a son, 
Leonard, who has been associated with 
his father in business for the last 
twenty-two years, a sister, two broth- 
ers, and two grandchildren. 


EUGENE F. GANAHL, 67, vice-presi- 
dent C. Ganahl Lumber Co., Los An- 
geles, Calif., died Sept. 23 at a sani- 
tarium in Orange, Calif. Mr. Ganahl 
had been actively associated with the 
lumber business in that area for 45 
years. In 1896 he joined the C. Ganahl 
Lumber Co., which had been estab- 
lished by his father, the late Christian 
Ganahl, in 1884, and was active until 
1941, at one time serving as president. 
Survivors include a son, Lawrence 
Ganahl; a daughter, two sisters, and a 
brother, C. C. Ganahl, present president 
of C. Ganahl] Lumber Co. 


JOHN R. GROBMYER, 59, president 
of J. R. Grobmyer Lumber Co., Little 
Rock, Ark., ‘died in a hospital there 
Sept. 24. Prominent in the lumber in- 
dustry in Arkansas for many years, Mr. 
Grobmyer formerly lived in Forest City, 
Ark., and served a year as mayor there. 
He went to Little Rock in 1926, bought 
the Beeler Lumber Co. and had been 
in the lumber business in Little Rock 
since that time. He was a member of 
various organizations and was a past 
president of the Arkansas Lumbermen’s 
Association. Surviving are his widow, 
four daughters, a son, John R. Grob- 
myer Jr., five sisters, and six grand- 
children. 


HOWARD M. GUERNSEY, president 
of The Guernsey-Westbrook Co. and 
treasurer of Consolidated Building Ma- 
terials, Inc., Hartford, Conn., died Sept. 
23 at his home in West Hartford, Conn. 
In 1911 he organized The Guernsey- 
Westbrook Co. with the late Stillman F. 
Westbrook and served continuously as 
its president until his death. In associ- 
ation with the late Stillman F. West- 
brook, the late Harry E. Pearsall, and 
the late Ernest Walker Smith, he or- 
ganized the Smith-Pearsall Co. in 1921 
and served continuously as treasurer 
of that company and its successor, Con- 


solidated Building Materials, Inc., until 
his death. Mr. Guernsey held directo- 
rates in many corporations, among 


which were The Taber Cadillac Corp., 
Hat tford; The Charter Oak Lumber Co., 
West Hartford; Rutland Lumber Co., 
Inc., Rutland, Vt. His widow, a stepson, 
and a brother survive. 


P. E. HERMAN, 75, retired salesman 
of the Monsanto Chemical Co.’s Organic 
Division, died Sept. 23 at his home in 
Cincinnati, Ohio, following a long ill- 
hess. He covered the southern and mid- 


Western sales territory. Two sons sur- 
Vive, 





JOHN SOLOMON HIERS, 67, presi- 
dent of Hiers Planing Mill Corp., Way- 
cross, Ga., died Aug. 30 after an ex- 
tended illness. 


WALTER S. HIGGINS, 66, president 
Morse & Co., Bangor, Maine, died sud- 
denly in August. He had been associ- 
ated for 42 years with Morse & Co., 
Which was founded by his grandfather, 
and succeeded to the presidency upon 
the death of his uncle, Walter L. Morse, 
sixteen years ago. He was a member 
of various clubs and a lover of the 
out-doors. His widow, a son, and a sis- 
ter survive. 





JOSEPH E. HOFFMAN, 75, for many 
years associated with his father in the 
lumber business in Youngstown, Ohio, 


died Sept. 12 of a heart ailment. After 
his father’s death, he and his brothers 
continued the business. He retired five 
years ago. His widow, a daughter, and 
three sons survive. 





JOHN CAMPBELL HUBBARD, 72, 
proprietor of the retail yard bearing his 
name in Weimar, Tex., died at his home 
there Sept. 7, after a short illness. In 
1894 he entered the lumber business in 
Weimar, in which he remained active 
until a few months preceding his death. 
An official of various other companies, 
he was also associated with his son in 
the Hubbard Funeral Home, which he 
organized and built in recent years. 
He was active in lodge and church cir- 
cles and prominent in civic affairs. Dur- 
ing World War I he was given a spe- 
cial citation from the National Red 
Cross for his work. He was a director 
of the Lumbermen’s Association of 
Texas, of which he was an organizer. 
Survivors include his widow, a 
daughter, and a son. 


LORENZO JARED, for ten years 
United States forest ranger at Lufkin, 
Tex., and a former Marine, died Sept. 
20 at the Veterans Hospital in Waco. 
Survivors include his widow and a son. 


WILLIAM B. LYNCH, 83, retired saw- 
mill operator and lumberman, died Sept. 
19 in Crawfordsville, Ind., after a short 
illness. A daughter survives. 


JACK MORGAN, 59, retired superin- 
tendent .of Polson Logging Co., died 
Sept. 21 in a Shelton (Wash.) hospital. 
Surviving are three stepchildren and 
seven grandchildren. 


CLARENCE C. MORTON, 65, propri- 
etor and manager of the Morton Lum- 
ber Co., Oakland City, Ind., died at his 
home there on Sept. 28, of a heart at- 
tack. He was active in various organi- 
zations. Surviving are his widow, a 
son, a daughter, two brothers, and a 
sister. 


W. B. RYAN, retired president of 
the Bruce Terminix Co., a subsidiary 
of E. L. Bruce Co., died in a hospital 
in Memphis Oct. 4, after an extended 
illness. He is survived by his widow, 
two sisters, and three brothers. 





ALSTON SHOAF, 67, president of the 
Shoaf Lumber Co., Miami, Fla., died 
Sept. 13 in Mooresville, N. C. Early in 
his career he was eastern representa- 
tive and manager for the H. M. Bick- 
ford Lumber Co. of Boston, with head- 
quarters in New York. He leaves his 
widow, his mother, a daughter, two 
grandchildren, three sisters, and a 
brother. 


H. H. TROUP, 82, a retail lumber 
dealer in Kankakee, IIl., for the past 
61 years and owner of the Troup Lum- 
ber Co. for 53 years, died at his home 
in that city recently, after a_ brief 
‘illness. He was active in church and 
civie affairs. Surviving are his widow, 
a son, H. J. Troup, a sister, two grand- 
children, and three great-grandchildren. 


MATHEW TWOHY, 90, pioneer re- 
tired southwest Washington logger, 
died Sept. 9 in Olympia, Wash. Surviv- 
ors include two sons and three sisters. 





FRANK J. VAN COTT, 70, of J. W. 
Van Cott & Son, Inc., retail yards and 
an operator of sawmills, died Aug. 9 at 
his home in Unadila, N. Y. He was 
prominent in civic affairs. Surviving are 
his son, Leon J., a daughter, and seven 
grandchildren. 


ALBERT PINKNEY WIDENHOUSE, 
72, prominent for more than 30 years 
in the lumber industry in Midland, N. 
C., died at his home there Sept. 28, fol- 
lowing several months of declining 
health. Surviving are his widow, two 
sons, two daughters, two sisters, a 
brother, and six grandchildren. 
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Automatic SAFETY TRIP STAKE 
POCKETS 


for Motor Trucks and 
Ry. Cars. Speed load- 
ing and unloading. Haul 
larger loads. Save 
stakes. Order today. 


C. H. Van Donk 
1337 E. Mason St. 











GREEN BAY, WIS. 











HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


37 Years’ Experience 


Engineering Service and Estimates Without 
Obligation -- Send Us Your Inquiry 





CORINTH "co." 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 








‘SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS F i FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 32 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 








WEBSTER. 


Oni O7r 772 272 
ola eat 
Lo 


al —> oa ©) 3 
QUALITY 


Or: 


{ne HH. E. Webster Lumber Co. 


Kansas City, Mo. 








LEMIEUX BROS., INC. 


FORESTERS-—TIMBER ESTIMATORS 
APPRAISERS—CIVIL ENGINEERS 
410-22 Maritime Bldg. NEW ORLEANS, LA. 








LOOSE LEAF TALLY BOOKS 
Tally Sheets with Waterproof Lines 
Samples and ~ ge on Request 


Tally Cards Gaug Marking Sticks 
Tally Pencils Leather Aprons 

Rule Cases Rules Car Door 

Car Movers Lumber Rollers 


Hammer Stamps 
Books for Lumbermen 


FRANK R. BUCK & CO. 
2133 Touhy Ave CHICAGO, ILL. 








BALSA 


Again available without priorities 
or other restrictions. Stocks in 
New Orleans 


F.C. LUTHI & CO., .2Wonteans. 
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ADVERTISING 


PAYABLE IN ADVANCE 
Cone must be in office of AMERICAN LUM- 


AN by oe prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “‘blind’’ ad- 
dress care publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification. with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 


RATES PER WORD. PER INSERTION 
8c per word for one insertion. 


HELP WANTED 


SITUATIONS WANTED 








WANTED 


Experienced, sober, steady Headsawyer for 
modern, steam, hardwood mill sawing up to 
12 M ft. per day. Stead ——— and 
good pay. Potter Lumber Co., Allegany. N. Y. 


Experienced estimator and layout man for 
sash and door plant. Excellent postwar op- 
ortunities. State salary expected. Address 
-37, American Lumberman. 


WANT POSITION AS BUYER 


For ie wholesale and/or retail lumber 
yard. ill not be available until the first 
of January as I am permanently employed 
now and only desire change for reasons of 
climate. Any offer must come from below 
Mason & Dixon line, am not particular what 


state. Must see and talk to intended em- 
ployer before any position accepted. Address 
. American Lumberman. 





WANTED HEAD SAWYER 


Capable of producing grade lumber. Mod- 
ern mill and equipment. Good salary. Town 
of 5,000 in Southern Michigan. Saw Filer. 


Circular Saws. All new saws and equipment. 
Address Box S-53, American Lumberman. 


WANTED EXPERIENCED LUMBERMAN 


that is capable of doing estimating. sales and 
general office work in retail lumber yard at 
once. State salary expected, all qualifications 
and how soon available. Indiana location. 
Address Box S-28, American Lumberman. 


WANTED 


Bookkeeper and a production Superintendent 
for a good size gang mill located in New 
Mexico. Plenty of virgin good timber for ten 
years run. ust be sober, efficient in their 
work. Give all information about yourself 
in first letter. Address S-44, American Lum- 
berman. 


~ OPPORTUNITY FOR YOUNG. PRACTICAL — 











7c per word, per insertion, for 2 tive 
insertions. 

6c per word, per insertion. for 3 to 5 consecu- 
tive insertions. 

Attractive discounts for 6, 13 er 26 consecu- 

tive insertions. 

When answering “blind’’ advertisements ad- 

dress number shown care of 


AMERICAN LUMRERMAN 
139 N. Clark St., Chicago 2, Mlinois 








HELP WANTED 


WANTED 


Experienced lumbermen who are capable of 
doing estimating. sales and general office 
work in retail lumber yard. cellent pay. 
Whelan Lumber Co., Topeka, Kansas. 











WANTED 
Man capable of estimating and selling lum- 
ber, illwork and hardware on our sales 
floor. Permanent position with excellent fu- 
ture. Full information and salary desired in 
first letter. All replies kept strictly confiden- 
tial. Barker-Goldman-Lubin Co., Springfield, 


Illinois. 





WANTED 
Experienced sticker man with millwright and 
ee knowledge of woodwork machinery. 
ood pay. Apply Box No. X-22, Detroit Plant, 
c/o American Lumberman. 


WANTED 
Band sawyer for single band mill. Village of 
5000 northern New York. School town. Posi- 
tion open November 1. Address X-24, Ameri- 
can Lumberman. 








WANTED 


Architect Builder in privately owned lumber 
and building business in one of larger towns 
in Idaho. Business is well financed and pro- 
gressive—this is chance for returned, or re- 
turning serviceman or other with right back- 
ground. After demonstrating ability may be- 
come stockholder if desires. Address Box S-49, 
American Lumberman. 


Graduate Forester with 15 years varied expe- 
rience in buying. estimating, logging. manu- 
facturing and sales. A producer with proven 
executive ability. Desires connection in east 
or southeast as manager sawmill operation or 
buyer. Address R-88, American Lumberman. 





Young lady bookkeeper and office manager, 
diversified lumber sash and door experience, 
does estimating. exceptional ability, knows 
yon industry thoroughly, available imme- 
iately. 

Address Box 8-46, American Lumberman. 


POSITION WITH FUTURE 


By northern lumberman with 30 years’ expe- 
rience logging. sawmill, office and retail— 
good industrial sales record Chicago and cen- 
tral states—offer employer benefit broad ex- 
perience but expect to prove worth. 
Address X-36, American Lumberman. 


EXPERIENCED WHOLESALE LUMBER 
MANAGER 








Now employed. desires change. Want to 
make permanent connection with a well es- 
tablished and well rated Eastern or Western 
Wholesale Distributor of Western Forest Prod- 
ucts who has headquarters or anticipated 
offices in Spokane, Seattle, Portland or San 
Francisco. Have definite proofs of results for 
both volume and profits. Have very high type 
mill connections in the Northwest, also cus- 





South Alabama pine mill wants two experi- 
enced colored block setters for trout set-works 
and air dog job to report at once. Perma- 
nent position, good living conditions. Address 
S-47, American Lumberman. 


throughout the country. Specialist in 
Western Pines and all of their products. 
Earnings for past fiscal year on percentage 
basis in excess of $10,000. Available between 
November Ist and January Ist. For full de- 
tails write Box X-21. American Lumberman. 





EXPERIENCED RETAIL LUMBERMAN 


Florida concern has qqustenty for good man 
experienced in retail lumber and building 
materials with some knowledge of mill-work, 
paint and hardware. We sell everything 
from foundation to roof, and will consider 
only man who is thoroughly competent and a 
go-getter. Don’t want man who drinks: Ad- 
dress S-35, American Lumberman. 


WANTED 


Man to check reports and do general office 
work in line yard concern. Give references 
and state age. Address X-32 American Lum- 
berman. 


WANTED EXPERIENCED LUMBERMAN 
to act as assistant to general superintendent. 
Must be familiar with planing mill operations, 
general lumber stocks and be able to handle 
men. Advise salary expected, age and previ- 
ous experience. ADISON LUMBER COM- 
PANY. P.O. Box 1450, New Orleans 5, La. 


SITUATIONS WANTED 


AUDITOR AND TAX ACCOUNTANT 


is open for a position. Wide experience in- 
cluding lumber manufacturing. public ac- 























RETAIL LUMBERMAN 
Age 53. wants position in,Western Coast 
States. Same employer thirty years, last 19 
ears manager in County seat. Address X-29, 
erican Lumberman. 


USED MACHINERY WANTED 


WANTED 


Used 20° ball bearing double end trimmer. 
POTTER LUMBER COMPANY. Allegany. N. Y. 


BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines 
open and closed back anywhere from twe to 
eighteen track. Also interested in Mereen 
Johnson or Morgan Matchers, Edge Trimmers, 
ueezers ond Band Resaws, and any other 
box equipment used in box working factories. 
Address “K-21.’"° American L rman. 


NAILING MACHINES, ETC. WANTED 


We want 3 Morgan or Doig Nailing Machines 

ay any size. We also want 1-Shook 
plicer, Morgan, Doig or Saranac. 1-Hand- 

hole cutting machine. 1—2’’ Dowel Machine: 

also Dowel Sander. Send list of all machines 
ou wish to sell. Chas. N. Braun Machinery 
o., Fort Wayne, Indiana. 























6’ or 7° band mill complete without boilers 
or engines. Grayson Lumber Company, Bir- 








Experienced clerk. counter selling and esti- | counting. and all forms of taxation. Highest 
mating. Central Ohio. Address X-26, Ameri- | references. P. O. Box 2192, DeSoto Sta., 
can Lumberman. Memphis, Tenn. 

WANTED JOB WANTED 


Experienced yard foreman to work in retail 
lumber yard in Mattoon, Illinois. For infor- 
mation call at yard. Estate of J. D. Andrews, 
Mattoon, Illinois. 





PLANING MILL FOREMAN 
For lumber yard. Must be experienced. Lo- 
cation Chicago. Permanent. Confidential. 
Address X-20, American Lumberman. 





LUMBER YARD MEN 


Five lumber tally men and five experienced 
goatee mill men. Wages 89 cents per hour. 

© ten yard labor men. Bishop Lumber Co., 
2315 Elston Ave., Chicago, IIl. 





WANTED 
Experienced lumber and millwork man, as 
head | Clerk. Must have managerial 
ability. t-war position. Arundel 
Lumber Co., 4317 York Rd., Baltimore 12, Md. 
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Band Saw Filer plenty of experience all size 
mills. Prefer big one. Twelve years on last 
job. Address R-76, American Lumberman. 





RETAIL LBR. MAT‘L & COAL MAN 


desires new connection, prefers Ind. & vi- 
cinity. Has had 13 . experience as yard- 
man, bookkeeper, collections, asst. mgr. pres- 
ently employed as mgr. Address Box S-27, 
American Lumberman. 





MANAGER DESIRES CHANGE 


Age 47, Married, Protestant, 25 years experi- 
ence in retail lumber. coal, hardware, paint 
and building materials, 20 years as r. 


labama. 





WANTED 


Complete filing ogeigseent for Gang Saw. 
Steam Nigger and three arm | loader. 
Heavy edger suitable for Gang ill. 1 
equipment must be in good condition. Ad- 
dress S-45, American Lumberman. 


WE ARE IN THE MARKET 


For —— or Doig Nailers, any size or con- 
dition. ill pay up to $100.00 per track. Can 
use several vertical resaws, single or twins. 
Hand-hole cutting machines and corrugated 
fastening or shook splicing machines. ire, 
write or ‘phone: Keystone Machinery Co., 324 
Fourth Avenue, Pittsburgh 22, Pa. 








Best references. 


Can take complete charge. 
-33, American Lumberman. 


Address 





MILLWORK ESTIMATOR AND SALESMAN 
Age 40, desires permanent position. Good 
health. Over 20 years experience. Address 
X-31, American Lumberman. 





Late Model Single End Motorized tenoner 
for sash and door work. glue press 

for slab door work, late model ball or roller 
bearing double surfacer or matcher. late 
model nailing machines and box making ma- 
chines. Dakota Sash & Door Co., Aberdeen. 
South Dakota. 


October 14, 1944, AMERICAN LUMBERMAN 
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USED MACHINERY FOR SALE 








FOR SALE 


1 Climax Logging Locomotive complete 42- 
inch gauge 

I‘Boiler for Climax Locomotive 

Lots of wheels and axles and parts for Climax 
Locomotives. All this material at Cornwall, 
wens County. Va., on the N Ww. 


ROUTH RIVER. LUMBER COMPANY, Inc. 
Northumberland, Pa. 





14 14 10 Ton Goodman 36’ Gauge Storage Bat- 
tery Mining Locomotives, 1942, 54° wheel- 
base, class “A’’ chassis. Mechanical 
brakes, hand wheel control. 

44 Ton Goodman 36°’ Gauge Storage Bat- 
tery Mining Locomotives, 1938. 

6 D- 35 Caterpillar Diesel tractors with 
straight dozers. 

2 D-50 Caterpillar Diesel tractors with dozers. 

1 Northwest, Model 105 shovel and crane 
combination with a 50 ft. boom. 

1 Universal truck crane mounted on Mack 
Truck, 6 wheel, . pneumatic tires. 

P. O. Box 35, New Rochelle. New York 
Phone: New Rochelle 2-7680 


FOR SALE 


500. 750 & 1000 GPM Steam Underwriters 
Fire at 
2—1500 G.P Gasoline Fire Pumps 
7—Locomotive Cranes, 15, 20 and 25-ton 
Diesel Locomotives, 6, 8 and 14-ton 
7—Guy Derricks, 60, 90 and 110 ft. boom 
Air Compressors, 150,°220 and 550 ft. 
Wheel Presses, 150 and 200-ton 
13—Electric Hoists, 35 to 100 HP. 
$—Gasoline Hoists, 15 to 85 HP. 
1—63 ton Heisler Gear Locomotive 
oo GPM Electric Underwriters Fire 
umps 
Model Dd American 36" gauge, 10 ton capac- 
- 4 ~- gt log loader 
000 gal. T on 75 ft. Tower 
50,000 gal. Tank on 100 ft. Tower 
100,000 gal. Tank on 100 ft. Tower 
R. C. STANHOPE, INC. (Lincoln as e 
60 East 42nd Street. New York. “¢. 


1—Circular Mill powered with two 110 H.P. 
International Diesel motors, equipped with 
Clark Friction carriage feed with SKF Bear- 
ings. Contains 2L Prescott edger, two saw 
tower trimmer, also overhead slasher saw 36 
in diameter, conveyors and bullchain. Lum- 
ber buggies available. Has capacity of about 
25,000 feet daily. Located at Birch, ge J 
gan. Brown Deer Lumber & Coal, 161 

Wisconsin Ave., Milwaukee 3, a,” 











s SPECIAL OFFER 
88 Heavy-Duty Used Cast Steel 
LOGGING RACES 


FOR RAILROAD CARS 
OR STORAGE BINS 


No priority required. 
Sketch gladly furnished. 


TRON & STEEL PRODUCTS, INC. 
13424 S. Brainard Ave., Chicago 33, Illinois 


“ANYTHING containing IRON or STEEL” 








Remaining items in mill at Gobey., Tenn., near 
ancing: 
8’ Wheland LH Band Mill; 15 saws. 
20” iy 7 3-block Carriage, 48” open- 
Boss & Hammer dogs, Steam Setworks, 
4 Bumpers, track. 
42-ft. Clark 10°’ Gun with Filer-Stowell valves. 
8-saw Clark one-man automatic drop Trimmer, 
saws in all. 
Lot of heavy shafting, pulleys, boxes; pair 
6°’ diam. mortise mitre gears. 
is good used equipment; all items as 
$2500.00," sell as whole. on foundation— 


Some items in Pensacola stock: 
6 4. ©, 8610” oscillating Nigger complete, 


3-arm Hill hea og Loader complete $300.00. 
Rebuilt Qe Bull p nn Loader, heavy shatt, 
18 cyl., 3 ones nose irons, $250.00. 
Rebuilt fuel conveyor, 144’ heavy malleable 
steel drag chain 8” pitch, 12” wide, heavy 
drives & idlers, 
LIQUIDATION SALES COMPANY 
Warehouse & Office: Pensacola, Florida. 
- Box 308. Phones: 5749; Res. 7160. 


AMERICAN LUMBERMAN, October 14, 
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For Your Postwar 
Needs, Specify 
Booth-Kelly Fir 


* 
Booth-Kelly has been producing 
quality Douglas Fir lumber and 


timber products since 1898. 


Thousands of dealers have come 
to know and rely on this com- 
pany’s products. Serving in the 
war now, Booth-Kelly strong and 
sturdy Douglas Fir stock will again 
be available to all old customers in 
ample supplies as soon as war con- 


ditions will permit. 


RRB 


DOUGLAS FIR 


Dimension 
Drop Siding 
Mouldings 


Flooring 
Finish 
Casing 


Ceiling 
Stepping 
Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BocthiAtell 


TWG MILLS—SPRINGFIELD & WENDLING, ORE. 
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by Robt. Y. Kerr | 


ager of the American Lumber- 

man, has loaned me some letters 
that in a quiet but intensely personal 
way touch upon the heaviest cost of 
the war; the cost in casualties. 

First, some lines from Jimmie’s 
note to me: “Back on April 17, 1943, 
we published what I thought was a 
very well done poem by Phil Pratt, of 
Potlatch Forests, as a tribute to Kent 
Leader, son of Mr. and Mrs. G. E. 
Leader, of the Craig Mountain Lum- 
ber Co., Winchester, Ida. He was 
their only son. Some time before that, 
Bill Marsh, assistant manager of the 
Edward Hines Lumber Co., Hines, 
Ore., lost his only son in an Army 
plane crash in this country. From the 
enclosed letter you will note that 
these two families were drawn to- 
gether, while attending the recent 
Western Pine semi-annual meeting 

There is part of this cost in casual- 
ties that we all can and must un- 
derstand; and Mr. Leader mentions it 
in his letter to Jim: “Mrs. Leader and 
I,” he writes, “went out to Menlo Park 
to the Dibble Hospital to visit with 
one of the boys who was a gunner on 
our son Kent’s plane and who had 
been fortunate enough to pull 
through, although badly injured. . 
He was at this hospital undergoing 
plastic surgery in an effort to bring 
him back to a more normal condition. 
. .. We found him in good spirits and 
a very likable boy.” 

Sergeant Matthew Brazil, the sol- 
dier whom Mr. and Mrs. Leader 
visited, had high praise for what the 
surgeons were able to do; described 
this work as “wonderful.” After the 
Leaders had become well enough ac- 
quainted with the Sergeant, they 
asked him about something that had 
startled them. The patients were 
razing each other about their wounds, 
and even about their appearance, in 
ways that to a shrinking visitor must 
seem nothing less than callous. 

Sergeant Brazil explained it read- 
ily. He said that, with few excep- 
tions, once the men had_ gotten 
through the first heavy personal 
shock of realization, they did not want 
to be treated with an air of pity or of 
sentimentality. They knew that this 
seemingly rough humor, at the hands 
of their fellow patients, would help 
prepare them mentally for the ordeal 


J isser AUSTIN, Western Man- 


' of facing a curious and shocked and 


not always thoughtful world beyond 
the hospital gates. 

There is another factor in the 
handicapped veteran’s problem; one 
having to do with employment, after 
the surgeons have done their work. 

A few weeks ago, Mrs. Kerr was a 
guest for a couple of days at Hyde 
Park. It happened that two wounded 
soldiers were there; each an amputa- 
tion case. 

While Mrs. Kerr’s stay at Hyde 
Park had nothing to do with veterans’ 
problems, the presence of the 
wounded men brought up the matter 
of restoring such men satisfactorily 
to civilian life. Of course there’ll be 
no difficulty about surgical care, hos- 
pitalization and pensions. Mrs. Roose- 
velt said that certainly a grateful 
country would see to those things. But 
this isn’t the whole story. It is one 
thing to see that the men are fed and 
sheltered. It is another thing to en- 
gage their own interests and efforts 
in the return to civil life. This cer- 
tainly is an instance of the old say- 
ing that life is more than meat and 
the body than raiment. The simple 
and homely old matter of a job be- 
comes in a special sense a life-savér. 

Timing is important. It happens 
toc often that, if a man-doesn’t get 
going on a satisfactory adjustment 
quickly, he settles into a pensioner’s 
frame of mind. 

The co-operation of employers is 
needed; especially their imaginative 
cc-operation. It is not an appeal to 
pay veterans wages for unnecessary 
work or to pay more than the same 
quantity and quality of work could 
command anywhere. Such a _ policy 
would be essentially a private pension. 
The government, and not private em- 
ployers, should pay pensions. But it 
is often possible, by means of adjust- 
ing machines or work routines, to 
bring a handicapped man into indus- 
try in such a way that he can do a 
man’s work. q 

Mr. Leader makes this comment: 
“I am heartily in accord with Mr. ff 
Kerr’s ideas as pertains to the need 
of rehabilitating these maimed men. 
That is a problem in which we should 
all take a personal interest. Work, 
meaning the opportunity to keep 0c-| 
cupied, is without question what is 
wanted by the greater percentage of 
these boys. It is up to us to see that 
they obtain it.” 


October 14, 1944, AMERICAN LUMBERMAN 





